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Chase ’em both! 


a 
| ee Hyflo-Hysweet 
solvent of Dip ty Solid with Hy flo* ee but you need 
to remove Fat ty Acid (with minimum dete rge nt loss) 


p customers coming in you've got to make sure Fatty Acid stays 
Old-fashioned sweeteners or distillation do the job all right, if you 
osing good soap in the process. But now Johns-Manville, maker 
s developed Hysweet, the modern sweetener. 
solvent of more fatty acid than anything short of actual 
ith practically no detergent loss! Tests show you can save 
$350 to $750 per year, as compared to weekly distillation, depending 
f your charged system. 
Hvsweet after vour usual Hvflo precoat You'll discover the *Hyflo and Hysweet trademarks Reg. U.S. Pat. Off. 


for distillation is practically eliminated. With Hvsweet there is abso- 


free fatty acid build-up in your solvent. Filter pressures are kept JOHNS-MANVILLE 
* write: Johns-Manville, Bo 14, 
dit, Ontario. | . JM 


















APPLIES EASILY 


PROVES PROFITABLE AND 
ECONOMICAL TO USE! 






“ ASSURES COMPLETE CUSTOMER 
\) SATISFACTION! 


IP 0002 FASTER FINISHING! 


J 


Dry Cleaners with an eye to increased 
volume find Buckeye Rain-Dry a Ua 14/4 

must! Without additional time or RAIN - DRY 
labor you can give your customers’ 
garments an absolutely perfect pro 
tective finish against moisture and 
soil! Try this easy-to-use liquid, water 
repellent, and see for yourself the 
expert results! 





see YoU" OEE 
FRE 

AGS 

TON T 


canst epee «= DAVIES YOUNG 
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Nearly every cleaner in America can 
claim at least 15 solvent changes per load 
through efficient filtration. But you are in 

the select group which offers the extra service 
of a separate purified rinse in addition 
to the 15 solvent changes. 







“my drycleaner 





filters the cleaning 
fluid at least 


15 times.” 


R. R. STREET & CO. INC 
561 W. MONROE ST., CHICAGO 6, ILL. 











MEW PRODUCUS and literature 


New Washer-Extractor 
This 


weight 


dry 
fea- 
fully 


sup- 


new 50-pound 
washer-extractor 
or 
operation with 
ply injection and spring mount- 
ing which eliminates the 
for foundations. The 
machine is equipped with an 
open-end, steel cylin- 
der, supported by large 
ings with a positive oil pressure 


tures semi-automatic 


automatic 


need 


concrete 


stainless 
bear- 


lubrication system 

For information: The 
Prosperity Company, Division 
of Ward Industries Corp., 701 
Ni Ave i % 


more 


hols , Syracuse 


Minivan for Dodge 
The Model 


van delivery body 
for the 


in h 


M-7 Mini- 
is designed 
P-100, 104- 

half-ton 
forward-control 
body 


cubic 


new 


new Dodge 
wheelbase 
chas 
The new a load 

of 213 feet, fea- 
tures direct access to load space 
from the cab and delivery from 
right- or left-hand sliding cab 


stripped 
has 


sis 


spact 


Boyertown 


information 
Works, Third 


Bovertown. 


additional 
Body 
ind Walnut Sts 


Pa 


New Water Treatment 


Stop-Pit is a new liquid chem- 
ical treatment, said to stop pit- 


ting, corrosion and scale forma- 





YOUR REQUEST 


for further information will get 
quickest and most complete at- 
tention as a worthwhile inquiry 
when it’s written on your let 
terhead. Be sure to mention 
THe NATIONAL CLEANER. 





tion in low-pressure steam and 
hot water heating systems. The 
“built-in” color 
show much 


chemical has a 
indicator to 
treatment is needed 

For more information, 
Glen R. Pierce, Manager, 
tributor Sales Division, Dear- 
born Chemical Company, Mer- 
chandise Mart Plaza, Chicago 
54, Il. 


how 


write: 
Dis- 


EE 


"RIOR RATED WATER REP* 


WITEX, 


100 PL!) 


WITH BUILT-IN MEUTRA 
FOR ALL SYSTEMS 


MFORD CHEmicaL com’?! 


Improved Vivitex 


Improved Vivitex 100 Plus is 
said to have greater stability 
against moisture, to present a 
higher spray rating and result in 
softer fabric. It is now packed 
in l-gallon hermetically 
blue lithographed cans. 

For more information: The 
Stamford Chemical Company, 
45 Jefferson St., Stamford, Conn. 


sealed 


Bleach, Detergent Vender 


The new Gingham Gal ven- 
ders dispense prepackaged de- 
tergent from one side and 
bleach from the other. Each 10- 
cent box contains enough for an 
18-pound wash 


Bass 
Abi- 


information 
Box 432, 


For 
Soap Company, 
lene, 


more 


Tex. 


Holiday Packaging 


Samples of three designs for 
delivery bags, perforated gar- 
ment roll film, heat-sealing gar- 
ment roll film, and shirt bags 
are available. The bags and film 
are being marketed for use be- 
tween Thanksgiving and New 
Year's. 

For samples and information, 
write: The Kordite Company, 
Main St., Macedon, N. Y. 


Universal Water Softener 


New Universal Super High- 
flow commercial water softener 
features a high service flow rate 
such as is needed for coin-op 
laundries. Other features include 
heavy-duty steel, hot-dip gal- 
vanized tanks, automatic back- 
wash control, automatic bypass 
during regeneration, four-posi- 
tion multiport valve, adjustable 
table timer clock, and high-ca- 
pacity lifetime softening mate- 
rial 

For 
write 
Company, 


additional information, 
Universal Water Softener 
Geneva, IIl. 


New Sarco Catalog 


The 1960 Sarco Condensed 
Catalog is a 12-page technical 
bulletin on the complete Sarco 
line. 

For copies, write: 
Inc., 635 Madison 
York 22, N. Y. 


Sarco Co., 
Ave., New 


TH 


E 


Parts Catalog 


Parts and Accessory Catalog 
Number 11, first in 
catalogs to be issued during the 
company’s fiftieth anniversary 
year, has been published by 
New York Pressing Machinery 
Corporation 

For a copy, 
pany at: 880 
York, N. Y. 


a series of 


write the 
Broadway, 


com- 


New 


New Boiler Feeder 


Features of the new H T 
Boiler Feeder include elimina- 
tion of condensate flash loss, pre- 
heating of make-up and con- 
densate in a special reservoir 
tank to deaerate the water to 
control oxygen corrosion of 
boiler surfaces. 

For additional information 
write: H T Boiler Feeder Co., 
P. O. Box 362, Phoenixville, Pa 


New Chevrolet Panel Truck 


New for 1961 is this Chev- 
rolet Corvair 95 Corvan Panel 
truck. The light-duty truck 
features wide access doors, 
rigid unit-frame construction, 
low load floor height and large 
cargo area in relation to over- 
all size. 

The Corvan is powered by a 
rear-mounted 80 hp. air-cooled 
Corvair engine. Wheelbase is 
95 inches, cargo space is 191 
cubic feet with a maximum 
load capacity of 1,800 pounds. 
Front and rear wheels are in- 


Continued on page 8 
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SWITCH TO UNIT FINISHING 


Operator simply pivots from one operation 
more than 2 short steps from one piece of 


e PES Pe 
Vp 








to the next...is never 
equipment to another. 
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BISHOP: Oe 


ADVANTAGES OF UNIT FINISHING: 
M 
rf tf - Reduces handling of every garment. 
Nn - Reduces walking of operators between operations. 
+ Increases production per operator hour and day. 


Keeps work flowing efficiently through the plant . . . no backtracking . . . 










hun — 


FINISHER it 
Keeps each lot of finishing together . . . eliminates losses. 
- - “ Allows greatest utilization of each piece of equipment. 
Wand Fincshing y Increases quality of finishing because: 
ha : (a) Full responsibility for each garment is on one operator, no “buck passing”; 
Sad UNIT (b) Operator has all tools for proper finishing right at the fingertips. 
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BiSHOP* 
MODEL 
Paf'n'‘h , B5-234-503 
FINISHER — as 
shown 


B5-234-503 — Continuous 80-inch Lifetime-topped ta- $450.00 
ble. Tapered left end is 36-inch Ironing Board, cloth- 

foam padded, with Garment Tray, Steam-iron Rest, MODEL 
double Sleeve-lroning Board on Swing-Away Arm. 

Unit includes 3 nylon-covered Puffers (egg-shaped B5-234 
Shoulder Puffer, Mushroom, Sleever), each with indi- As shown, 
vidual pedal, and 3-lb. (or 6-Ib. if specified) Thumb- without steam 
Operated Steam-Electric Iron, 110 v. AC (unless 220 elacthie won 

v. AC is specified) with Water-Spray Gun and Con- 


denser. $339.50 


+ | F.0.B. EVANSTON 


, —red 
a 


-——— ° ——_—_41 F “ 


— PATENT PENDING 


BISHOP FREEMAN CO. asi. cvanston, uunois, usa 











vee C°. 98 Titec to 
Husky C-23 Dispenser is when you buy 12 rolls of 
built for a lifetime of heavy duty 


service. Sturdy all-metal shell SCOTCH SRARDS & 


is weighted, has non-slip base to ~ ; rs 
let you pull and cut tape with Cellophane l'ape 


one hand. Each deal includes 
12 rolls 44” x 2592” tape at 


quantity price, plus C-23 


) “oO” Heavy Duty 
fOr omy $19 


Dispenser. The more you buy, 
the more you save! Ask your 
tape supplier for Deal ““HD” ... 


. ¢ ( - 
Sal fi | Y7 Offer exires 
Nov. 30, 1960 


MMitaaesora [finine ano [fanuracrunine <> 
+++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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PACEMAKER’ pp 


FINEST CHARGE SOAP 


for the 
entire 
drycleaning 
industry 


Lengths ahead of its competition, Caled's 


PACEMAKER is the ultimate in soaps for 


charged system drycleaning in petroleum 
solvents ... as well as all of the new ‘fast PA F Mi A i ? 
drying’ petroleum solvents. . 
No Filter Pressure 
Faster, Easier Finishing 


INSTANT WATER SOLUBILIZATION . . « Removes Soil Without Excessive Water 


Better Stain Removal 
Undisturbed Sizing 


Highest Ratio of Pass-ups 
Uniform Bright Colors 


POWERFUL DETERGENT ACTION » « « Far Fewer Re-Runs 


Smooth Work Flow 
Fast Soil Removal 


No Lint or Static Buildup 
Solvent Stays Clear 


PLUS... PLUS... PLUS... No Rinse Necessary 


Faster Finishing 
Only 14% to 144% Charge Needed 


Caled Products 


COMPANY, INCORPORATED 
BRENTWOOD, MARYLAND 
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Continued from page 4 
for even 


stabil- 


cle pe ndently 
veight 


ity 


sprung 
distribution and 

Chev- 
Gen ral 
General 


Mich. 


information 


Division 


For more 
rolet Motor 
Motors 
Motors 


Corporation, 
Bldg., Detroit 2, 


Packaged Boiler Catalog 
Orr & Sembower, 902 Mor- 
gantown Rd., Reading, Pa 
issued revised Bulletin No. 1270 
illustrating and describing the 
O&S packaged fuel-burning sys- 


has 


Petroleum Primeliner 
New 5 


Primeliner drycleaning units for 
105° | 140° | 
petroleum solvents are now 
ivailable Th tea- 
divided washer-extractor 
baskets lever backwash 
! tank and sludge 


and 50-pound 


ise with and 


new units 
ture 
single 
yuilt-in storage 
igitator 

For 
towoc Engineering Corp 
MS-55, Manitowoc, Wis 


Mani 
Dept 


more information 


t 


Compact Delivery Vehicle 


| 1961 Model M-6 Mini- 
installed on the Ford 
96-inch 
has a usable « ipacity 
feet. Lighter 
strength are 
the 
steel 


P-1L00 hassis with 
w hee Ibase 
I 184 cubic 
weight and greater 


hieved through use ot 
h-strength alloy 
information 
Auto Body 


Walnut Sts 


Bov- 
Works 
Bover 





YOUR REQUEST 


for further information will get 
quickest and most complete at- 
tention as a worthwhile inquiry 
when it’s written on your let- 
terhead. Be sure to mention 
[THE NATIONAL CLEANER. 





Presidential Parade 


RCA Whirlpool’s Presidential 
Parade features a 


Senator 


Promotion 
cardboard cutout of 
Whirlpool, an _ old-fashioned 
The promotion, to 
citizens to vote, will 
run from now to November 8. 
W hirlpool dealers will also dis- 
election ban- 
The promo- 
39-piece dis- 


politic lan. 
re mind 


play informative 


ners and posters. 
tion includes a 
play kit premiums, direct-mail 
pieces and ad mats 

For additional 
Whirlpool Corporation, St 


Mich 


intormation 
Jo- 
seph 


Impulse Steam Trap 


The No. 130 Impulse 
Steam Trap is a Yarway im- 
pulse steam trap with strainer 
and blowdown valve combined 
body. The trap 
signed for light condensate loads 


new 


in one 1S de- 
with steam pressures from 8 to 
600 The 
two connections. In 
the dis 


disc harge condensate 


p.s.i 30 needs only 
operation, 
valve snaps open to 
but close s 
on steam 

For additional information 
Yarnell-Waring Company, 102 
E. Mermaid Ave., Philadelphia 


18, Pa 


Shirt Finishing Data 


folder 
dividual sheets des« ribing seven 


A new containing in- 


finish- 
The 


and 


Power-Ramic shirt 
available 


new 
ing units is now 
include 
data, floor 
quence of operation 

For this literature write 


sheets power 


weight plans, se- 
T he 
Prosperity Division 
of Ward 
701 


N.Y 


Company 
Industries Corpora- 
Nic hols Ave 


tion Syra- 


cuse | 


Wash-Pants Unit 


A folder illustrating the new 
Power-Ramic Wash-Pants Unit 
has been released. The unit is 
said to produce 70 or more 
finished pants per hour. Tech- 
nical data and sequence of op- 
eration detailed in the 
folder 

For a copy write: The Pros- 
Division of 
Corp., 701 
NF, 


are 


Company, 
Industries 
Ave., 


perity 
Ward 
Nic hols 


Syracuse, 


Lipstick Remover 


A new spotting agent to re- 
move lipstick, called ReddyGo, 
is available in spotting board- 
size bottles with dispenser cap 
or in economy jugs. 

For more information: A. L. 
Wilson Chemical Co., 1050 
Harrison Ave., Kearny, N. J. 


Leather Spot Cleaner 


treated 
wipe away 
from 
The tissues come in a 
foil package and 
one is reusable several times. 


Clean ’n Go is a 
tissue designed to 
spots and surface soil 
leather 
small each 

For more information: Suede 
and Leather Refinishers of 
America, 75 E. Wacker Dr., 


Chicago 1, Ill 


Water Heater Brochure 


A brochure listing some in- 
stallations of the WH _ Series 
tankless water heater has been 
issued The 
tankless coils 

For a copy 
Water Heater 
193 Seventh St 
N. ¥ 


unit teatures twin 
Portmar 
Company, Inc., 


Brooklyn 15, 


write: 


New Boiler Bulletin 


This new 200 hp. Modulatic 
Boiler, featuring quick steaming 
automatic modulation and com- 
pact size, is described in Bulle- 
tin 4013, now available. 

For a copy write: Vapor 
Heating Corporation, 80 E 
Jackson Blvd., Chicago 4, IIL. 


Plier-Type Stapler 
The 


P-22 hand 


Plier-Type 
stapler features a hand 
loop for gripping, a 
visible refill indicator, and dou- 
ble-leverage action for deeper 
staple penetration into thick 
materials. 

For literature write 
Fastener Company, Inc., | Jun- 


ius St., Brooklyn 12, N. Y. 


guide 


easieT 


Arrow 


Mechanism for Water 
Softeners 


The improved Reynolds elec- 
tric-motor-driven valve and 
timing mechanism for fully au- 
water softeners and fil- 
features a “traffic light” 
sequence timer which provides 
for downflow brining and down- 
flow rinsing 

For information: Rey- 
nolds Water Conditioning Com- 
pany, Detroit 4, Mich. 


tomatic 
ters 


more 
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WHATEVER on ngage 
YOUR TYPE “CLEAN AND WEAR 


FAST SERVICE 


OF OPERATION —_ 


in a compact design at 
NEW LOW PRICE 


A 35-pound, fully automatic unit at a price 
you'd expect to pay for machines not 
nearly so complete with profit features! 
Be safe—be smart—be money ahead! Dis- 
cover how the “‘Pacer” outperforms them 
all in your present or new plant. Call or 


write for Bulletin 503 today! 





Exclusive “S’’ shape cylinder 
Deep-down, full drop action 

Both spray and immersion cleaning 
Positive direct drive 

Fast-cycle sludge cooker 


Puntex MANUFACTURING CORPORATION 


PAWTUCKET, RHODE ISLAND 
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Du Pont PERCLENE* 
now backed by 


GOOD HOUSEKEEPING 
Guaranty Seal! 





ake 


"Guaranteed by 
Good Housekeeping 


‘ L7/ cp 
or As ADVERTISED wee 





Du Pont is proud to announce that PERCLENE (perchlor- 
ethylene) has earned the GOOD HOUSEKEEPING Guaranty 
Seal! This seal, a survey reveals, influences the purchasing 
decisions of 40,000,000 women. The big news will be announced 
in a Du Pont ad in the November issue of GOOD HOUSE- 
KEEPING. In addition, PERCLENE will be listed in the mag- 
azine’s first Buyers Guide, promoted nationally; distributed 
to the 5-million women who receive GOOD HOUSEKEEPING. 


To help you take advantage of this unprecedented oppor- 
tunity, we’ve prepared an exciting promotion package. It in- 
cludes a golden emblem of distinction for exclusive users of 
PERCLENE ... giant poster reproduction of Du Pont’s GOOD 
HOUSEKEEPING ad... versatile display pole and other ma- 
terial to carry the news about PERCLENE to your customers. 


GET YOUR PERCLENE 

PROMOTION MATERIAL NOW! 
CALL YOUR DU PONT 
DISTRIBUTOR TODAY > Pb PP DP DP 


GET YOUR 
PROMOTION 


FALL RIVER 


A. Lee Company 

WESTFIELD 

Eastern Chemicals, Inc. 

WORCESTER 

Chemical Sales & Service 
Co., inc. 

Worcester Chemical 
Distributors Corp. 


DETROIT 
° Chemical & Dyestu ff 


Flom’s 

~ Grow Solvent Company, 

Inc. 

J. Levin Sons Company 
FLINT 
Detroit Woolen 
GRAND RAPIDS 
Haviland 


P. B. & S. Chemical 
Company 


LOUISVILLE 

The Fry Brothers Company ‘ 

McKesson & Robbins, Inc. inc. 

PADUCAH ROCHELLE PARK 

Preston Chemical Company The Dixo Company 
LOUISIANA 

BATON ROUGE 

Barada & Page Company 
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° 


PERCLENE® 3 
MATERIAL NOW! > 


NORTH TONAWANDA 
Riverside Chemical Co., Inc. 


Phenix Supply Company 
Onto 

AKRON 

Belenky, lac. 

CINCINNATI 

The Fry Brothers Company 

McKesson & Robbins, Inc. 


Barada & Page Company 
OREGON 
PORTLAND 
Great Western Chemical Co. 
Osmund & Company 
PENNS YLVANIA 


Stadham Company, Inc. 
Sterling Supply Corporation 


PITTSBURGH 

M. M. Baddeley, inc. 

Carman- Pittsburgh Co., inc. 

Fort Pitt Chemical Company 

READING 

Textile Chemical Company 
RHODE ISLAND 


Borden & Remington Co. 
SOUTH CAROLINA 
CHARLESTON 
Charleston Oi! Co. 
TENNESSEE 
CHATTANOOGA 
Burkart-Schier Chemical 
Co. 
KNOXVILLE 
Burkart-Schier Chemical 
Co 


MEMPHIS 
Ideal Chemical & Supply 
Co 


NASHVILLE 
Burkart-Schier Chemical 
Co. 


TEXAS 
CORPUS CHRISTI 
Barada & Page Company 
DALLAS 
Barada & Page Company 
Dallas Tailor & Laundry 
Supply Co., inc. 
FORT WORTH 
Barada & Page Company 
Dallas Tailor & Laundry 
Supply Co., Inc. 
HOUSTON 
Barada & Page Company 
Dallas Tailor & Laundry 
Supply Co., Inc. 
ODESSA 


Barada & Page Company 


UTAH 
SALT LAKE CITY 
Laundry Supply Co., Inc. 


VIRGINIA 
ALEXANDRIA 
Morris & Eckels, Inc. 
NORFOLK 
Morris & Eckels, Inc. 
Sterling Supply Corporation 
RICHMOND 
Phipps & Bird, Inc. 
Virginia-Carolina Laundry 
& Supply Corp. 
WASHINGTON 
SEATTLE 
Great Western Chemical Co. 
SPOKANE 
Great Western Chemical Co. 
WEST VIRGINIA 
CHARLESTON 
Southern Chemical 
Company 
HUNTINGTON 
W. T. Rife & Company, Inc. 
WHEELING 
Pennsylvania & W. Virginia 
Supply Corp. 
WISCONSIN 
MILWAUKEE 
McKesson & Robbins, inc. 
O' Donohue Industries 


Du Pont Company 
Electrochemicals Department 
Chiorine Products Division 
Wilmington 98, Delaware 


R06. us. pat. OFF 
BETTER THINGS FOR BETTER UVING 
. THROUGH CHEMISTRY 


CTOBER 


Le ely from the editor 


A great honor 


SOMETHING WONDERFUL 
happened to yours truly at the re- 
cent Back Home Day meeting of 
the Alumni Society of the National 
Institute of Drycleaning. At the 
business session the organization 
made me an honorary member, a 
special privilege that has happened 
to only a few people in the history 
of the Society. 

For a fellow who is a graduate 
of the school of hard knocks, it was 
thrill to gain this 
recognition. I never had the oppor- 


a tremendous 


tunity to attend either the general 
or the management course. 

While the honorary membership 
was given to me, it really belongs 
to this magazine. (The award was 
in recognition of the cooperation 
and support given the Alumni. ) 

No matter how strongly I feel 
about this fine organization it takes 
the medium of these pages to get 
across the message. It has always 
been the policy of THe NATIONAL 
CLEANER to support the Institute 
and the going back to 
Paul Trimble and other editors who 
followed him. 

My predecessors knew 


students, 


and I 
know it is good business to support 
the NID. Through its efforts the 
entire industry is uplifted. What is 
good for the Institute and its mem- 
bers is good for this magazine. A 
healthy, 
makes it possible for this publica- 


strong, growing industry 
tion to exist. 

Incidentally, did you ever stop 
to think of how special a thing the 
Institute really 
industries in America that support 


is? There are few 


an organization that trains people 


in their respective professions, 
offers research and analysis services, 
and engages in trade and public 
relations programs. The NID is a 
tremendous asset to all drycleaners 
and deserves the support of anyone 
who calls himself a professional dry- 
cleaner. 

It has always been a mystery to 
30,000 
members instead of something over 
8,000. But then I guess there will 
always be people who want a free 
ride. Certainly cleaners can exist 


me why it doesn’t have 


without the Institute, but no one 
of us is as great and strong as all 
of us. 

If you aren't now a member, 
think it over. Your dues are an in- 
vestment, not an While 
the benefits are with the 
present membership, think how 
much more the NID could do with 
three times as many cleaners sup- 
porting it! 

It is no accident that those who 
attend Back Home Day are the 
top, of the 
country. Moreover, the theme of 
each program the Alumni Society 
conducts 


expense. 
many 


progressive cleaners 


almost always becomes 
the theme of the big national con- 
vention held annually. 

The alumni members have been 
properly trained in their profession 
and are so intensely interested in 
the industry that they want to learn 
about it. No 


they are the leaders. 


even more wonder 

I am at once proud and humble 
to be a part of the Society, even 
though it is ex officio. And as long 
as I am able to, I'll give it whole- 


hearted support. 


REPRINT SERVICE FOR OUR READERS—Please write promptly if you wont reprints of ony article 


appearing 


in this issue. Cost is $13 per 100, one side of a single sheet; $21 per 100, two 


sides of a single sheet (8x11). Additional 100’s at $1.70, one side; $1.90, two sides. 
Minimum order is 100 reprints. For reprints in color or reprinted spreads or folders, please 
write for prices and additional information. All prices F.O.8. Lancaster, Pa. 


Address the Editor: THE NATIONAL CLEANER, 466 Lexington Ave., New York 17, N. Y. 








HUNDREDS of PETROLEUM 


VIC KOMET GIVES YOU A BIG 


> 
14.54 crimoer SSilvomer 


MAMAMAAAA 
» ONLY THE VIC KOMET... 


@has a 14.54 cu. ft. cylinder! (Com- 

pore this with any other 50-pounder!) 

@has a 3000 gal. tubular 

filter, 91.6 sq. ft. (Other size There are mighty good reasons why hundreds of petroleum dry cleaners 
filters available.) | have changed over to synthetic cleaning! Since Vic created the amazing 
Sat tet-bath enavatinn, whieh Mileage Booster, which actually pulls valuable perc back out of the air, 
is built to prevent intermin- solvent cost has been reduced to about ¥2¢ a pound, But that’s just one 
gling of the two solvents. reason—others are concerned with the large capacity and improved 
One-bath operation has | performance of Vic’s NEW AUTOMATIC Equipment. Like the Komet 
single tank. 50 pounder shown here, and the Century 100 pounder pictured on the 
@has Vic's handy Solvent | opposite page. 

Level Control (Optional) that | 

washes lightly and heavily Ask us to send you case histories showing the experiences of dry 
soiled articles at any preset | cleaners formerly using petroleum, who changed to synthetic and are 


level. a 
... and when combined glad they did! 
with the 


Miteage Booster’ s 


of tee -y"? 


a fs 


@has split tank construction 


’ 


’ 


... your Solvent Costs go down to Ye 


or less per Ib. of Quality Dry Cleaning! ) J YOu care —youll compare and buy 

We'll be happy to show you how! Write 

*Patented . MANUFACTURING COMPANY 
SF SS SS SS 1313 HAWTHORNE AVE. + MINNEAPOLIS 53, MINN. 
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DRY CLEANERS HAVE CONVERTED 
TO Vv SYNTHETIC CLEANING! 


THE VIC CENTURY .. . FEATURE FOR 
FEATURE THE LARGEST, FINEST DRY 
CLEANING MACHINE EVER BUILT! 


* The only really complete 
synthetic dry cleaning system 
in the world today! 

* Huge 45” x 28” cylinder— 
a full 25.8 cubic feet! Easily 
handles 100 Ibs. per load. 
* Huge 5000 gal. filter, high 
performance Solvent Saver, 
and Automatic Muck Transfer 
System. 


SAVE LABOR, SPACE AND INSURANCE TOO! 


Modern Vic equipment, like the Century or the Komet, in combination 
with the Vic Mileage Booster, will not only clean better, faster, and at 
less solvent cost per pound .. . it will also show you important savings 
on labor, space and insurance. You'll save labor, because of easier 
maintenance cost, and completely automatic operation . . . you'll save 
space because these machines offer maximum capacity in amazingly 


* Exclusive Vic variable sol- small square footage, you'll save on insurance because all Vic equip- 


vent level control for efficient, 


economical operation. 
* Available in single or two 
bath systems. 


...and when combined 
with the 


Meese: Boosts, 


456 = 





ment is Underwriter Laboratory approved, and equipped with latest 
safeguards. MAKE US PROVE THESE STATEMENTS! Ask for 
case histories of dry cleaners, large, medium and smaller, who have 
switched over, with Vic, and are happy with the results! 


FOR MORE INFORMATION, WRITE DEPT. NO. 195 


... your Solvent Costs go down to Vac 
or less per Ib. of Quality Dry Cleaning! 
We'll be happy to show you how! Write 


Jf you Care — you (0 Compare and buy 


*Patented 


MANUFACTURING COMPANY 


1313 HAWTHORNE AVE. + MINNEAPOLIS 53, MINN. 
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MONEY MAKERS 


City Pick vy Service Mail service Everywhere 


500 W. GRANT 5-448! 


Shoes and Handbags Complete Leather Service 


The suede shoe and handbag de- 
partment shown above is the latest 
addition to the suede and leather divi- 
sion at Melody Cleaning Specialists of 
Oklahoma City, Oklahoma. Shown at 
the brush is Maestro Richard F. Kelley 

Che addition of this department, to- 
gether with the suede and leather tail- 
oring department, glove department, 
and regular suede and leather process- 
enables Melody to 
give a complete service on suede and 
This has 
helped build the firm’s leather volume 


ing department, 
leather items of any nature 


to the point where it is now, according 


to Mr. Kelley, putting regular dry- 


cleaning volume in the shade. The 
leather department now has both re- 
tail and wholesale customers in 32 
states, including Alaska, and from 
Mexico to Germany. 

Shoes and handbags are first cleaned 
in a special suede processing machine, 
then given a light spray of water repel- 
lent. In most cases this brings back 
the original color and, Mr. Kelley 
says, it is seldom necessary to redye 
them. A light sole dye is applied to the 
sole edges. Packaged in a poly bag, 
the shoes and bags bring forth cus- 
tomer reactions of “Why, they look 
brand-new! 


ae 


Neat Front Designed To Suggest Quality 


An attractive exterior gives an im 
pression of quality to passersby at 
Lake City Cleaners, Chicago 

Che side of the building facing the 
off-street parking lot was recently re 
designed in white and orange panels 
Gold fleurs-de-lis were added to the 
white sections 


New signs of black metal were also 


added above the entrance and along 
the side of the building to call attention 
to plant services. The entire area is 
brightly illuminated with spotlights 
during the evening hours. 

Plantowner Normal Bochner. plans 
on carrying out the same design on his 
polyethylene packaging and _letter- 
head stationery to give his whole op- 


eration a “quality” image in the minds 


of his customers. 


Silent Saleswomen 


Because of the good quality pro- 
duced by Soundview Cleaners, Bronx, 
New York, the plant enjoys a large 
volume of women’s formals. As these 
garments are finished, the finer ones 
are hung on display in the call office. 


This reminds customers and pedes- 
trians passing by of the professional 
care offered by the plant. It is proud 
to show the results of real craftsman- 
ship. And the display sells more of 
this type of work. 


Novel Promotion 


One of the cleverest ideas we have 
seen in years comes from Tuchman 
Cleaners of Indianapolis, Indiana. 
Each week an official of the plant 
tours the firm’s trade area and takes 
pictures of homes within a few blocks 
of each branch store. 

These photos are placed in the 
store’s windows, pasted on a large 
display sign. On the backs of the pic- 
tures the addresses of the homes pho- 
tographed are noted. If the customers 
or prospects recognize their own 
homes, they come in and _ identify 
themselves and receive in premiums 
the equivalent of $5. 

Each set of pictures is changed 
every week whether the prize has been 
claimed or not. As the winners do 
come forward, their names and ad- 
dresses are written below the photo. 
Since the call offices are mostly located 
in shopping centers, the pedestrian 
traffic is heavy and the window dis- 
plays get a lot of attention. 

There is no attempt to get profes- 
sional photos. The person who snaps 
the pictures uses an instantaneous de- 
velopment camera which does a nice 
job for just a few pennies per print. 
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new 
larger jar 
for 
greater 
economy 


OCTOBER, 


ad 


AND IT IS SO VERSATILE! 


bath method dipping method 
for wet cleaning for large stained areas 


RSR a product of 

WALLERSTEIN COMPANY 
Division of Baxter Laboratories, Inc. 
Wallerstein Square, Mariners Harbor 
Staten Island 3, New York 


COMPLETELY 
removes 
albuminous 
stains 


USE IT IN: 


prespot re-run method 
for the board 





machine 
but 


SHINES LIKE NEW! 


“Perfect” is the word for the quality of your 
work, when you use Frontier PerSec®. Its 
crystal clear purity guarantees the finest results. 
As a bonus, you add years of life to your 
equipment with PerSec®. Its dual component 
stabilization system assures maximum protection 
against corrosion, right down to the last drop 
you use from the handsome blue plaid drum. 
PerSec® is the custom made perchlorethylene for 
the best professional dry cleaning. 


Add years of life to your equipment 


“PERSEC 


FRONTIER CHEMICAL COMPANY 


division 
VULCAN MATERIALS COMPANY 
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UREMDS of the times 


LOS ANGELES 


Machine To Replace Teachers—aAl- 
most: An automated instructor goes 
into operation at Los Angeles Trade- 
Technical College this fall. The device 
is actually a schematic diagram of the 
two-bath automatic drycleaning proc- 
ess. It uses flashing lights to give the 
students a visual picture of how the 
operation would actually take place at 
a drycleaning plant. 

After the action is started by push- 
ing the controller button, the lights 
flash on at the fill operation and con- 
tinue through the remaining steps of 
the process, as pictured on the dia- 
gram, through to the rinse and extract 
point. The device is 5 by 3 feet. 

In addition to the animated illus- 
tration, small instruction sheet draw- 
ings, printed in color, allow the stu- 
dent to follow along on the operation 
and take notes on the drawing while 
watching the big illustration at work. 

The novel teaching aid was devised 
by instructor Dale W. Hushaw and 
Lynton G. Piehn, Trade-Tech techni- 
cal illustration instructor. Mr. Piehn is 
show at the right of the device. Look- 
ing on is Charles E. James, technical 
illustration student who did the illus- 
tration of the lesson sheets. 


# f 
Public Service Awards, Election: Tom 
Jones, Guy Bundridge and John Lo- 
coco have been awarded scrolls by 


TRADE - TECHNICAL 


COLLEGE 


Chapter of the National Federation of 
Independent Businessmen. 


Good for Another Hundred Years: A 
set of very 
recently brought to a Scotch plant to 
be drycleaned. The 
France and 


large wool curtains was 


curtains were 


made in used in the 


SLIME 


ONLY 48 INCHES WIDE! 


This new slimline single bath unit fits where 


Glasgow City Chambers in 1859 
when Queen Victoria visited the city 
to open the Loch Katrine Reservoir. 

After the Queen’s visit, the curtains 
were presented to the twelfth century 
Glasgow Cathedral where they have 
hung across the nave since. 
During recent alterations to the Ca- 
thedral, they were replaced with 
glass. Opinions differed as to whether 
or not the curtains could be of further 
use, but they were drycleaned any- 
way. 

As reported in the British Laundry 
Record and Journal, after 100 years 
in the center of an industrial city the 
woolen material shows no sign of 
damage or fading. 


ever 


# # 
+ + 


Recent Government Publications: 
Publication No. 334, Tax Guide for 
Small Business, has been issued by 
the Internal Revenue Service. Your 
local Bureau of Internal Revenue can 
help you obtain a copy. 

Providing Capital for Your Firm— 
Management Aid 115, and Help the 
Banker Help You—Management Aid 
116 have been issued by the Small 
Business Administration. Free copies 
may be obtained by writing the Ad- 
ministration at Washington 25, D. C.. 
or from any field office 


MIDWEST 
SYNTHETIC UNIT 
$6,900 


F. O. B. Okla. Cit 
Complete with Hoyt Reclaiming 
umbler, not shown 








ime oN 


Midwest Machinery Co. 
Box 7083 Okla. City, Okla. | 


the United States State Department 
for their cooperation in an interna- 
tional study program under which a 
team of Japanese cleaners studied 
American methods. All 
members of the South Bay Cleaners’ 
Association, Redondo Beach, Calif. 
Walter E. Lewis of Carolina Dry 
Cleaners, Greenville, N. C., has been 
elected chairman of the Pitt County 


others won't, saves valuable floor space, in- 
stalls easily! It's mounted on tank base, 
includes washer-extractor, tubular backwash 


filter, muck cooker, pump, pipes—all in a | Please send me complete information on 


beautifully compact unit only 48 inches wide! your full line of synthetic units. 
New easy-to-reach button traps 
Heavy duty steel construction 
Marlow Pump 

Valves adjust to let pump extract 
muck from filter. 


MIDWEST MACHINERY CO. 


OKLAHOMA CITY, OKLAHOMA 


three are 





| Name | 


| Address 
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WITH AJAX YOU 
GAN SLASH 
_ DRY CLEANING 
PANTS 
FINISHING 
COSTS 


A new modern concept in topping and legging 
is changing the pace of the industry ~— FASTER 
THAN EVER. 


AJAX Automatic 


Pants Finishing Unit 
now cuts out seven 
steps in pressing 
trousers . . giving you 
better quality in 
one-half the time — 


with 3 Simple Lays 


Overcome the problem of costly production time. 
Contact your nearest AJAX representative. He 
will be glad to furnish you with the complete 
details immediately 


Cimew 1929 the Leadon iw design 


AJAX PRESSES 


6s -gmabacaaiaaiaoa a 619 So. 5th WEST 
Pret. aa we | Salt Lake City, Utah 


peal Sole Sa 
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Introducing the | REEL 


SPIDER-T Clothes Tree 


GARMENT 
HOLDER 


Trouble free 
thumb release. 
5 ft. nylon 
cord. For iron- 
ing and spot- 
ting boards. 
75% faster. 


ee Only 
Pat. No. “na: $3.95 


2-750-697 
“The Reel 
NEW MAGIC mel 
IRON SHOE $11.95 
with Stainless Steel Liner 
And More Holes 
For Cissell, Dryco, Patrick, G E and 
others. Special new design 
with more holes. Smooth gliding, 
self-lubricating. Presses any fabric 
on right side—no shine, no wrinkles. 
Money Back guarantee. 





Placed within easy reach of presser, the Spider-T 
holds large quantities of pants, skirts, shirts, etc. 
Keeps garments wrinkle free. Does away with 
pants horse. Economical because it speeds up 
production, saves time, space and extra handling. 
Rotates 360 . Sturdy construction, chrome finish. 


Price Only $9.95 


L-PURPOSE DRYCLEANING 


NOD. 1A 





TWO PENS IN ONE 


For both laundry and drycleaning. Ink guar- 
anteed to stand up under all types of sol- 


W/HOUSE 


TEFLON SE STANDARD 
SPOTTING NOSE SCALE BASKET ... $69.50 


For Cissell Boards ” ” ” 

16” x 18” x 32” heavy gauge steel wire bas- 
Only 3% ee i New perforated Tefion with stain- ket with removable plastic liner. Capacity 60 

, less steel frame. No more snagged ibs. Stee! carriage with 3” ball bearing cas- 
| ened on IB eon Poe ters. Weight figures are reflected in magnify- 
SELF-LOCKING TIE FORMS hes es caateeh anien tae om ing mirror and plainly visible without stooping. 
SS ee trouble-free service, replace your ®ePlacement Liner 

present screen 
with new Teflon $1 0.95 SEND FOR 
eppre FULL LINE CATALOGUE 
Replacement Screen .... $7.95 


ECONOMY 
HANGING SCALE 


ideal Scale for selling service by weight. 
Heavy gavge metal basket. Attractive 
scale graduated to pounds and half 
pounds. Approved by Dept. of Weights 
and Measures. Capacity up to 100 Ibs. 


NE 


vents, charge systems, bleaches etc. 


NEW ALL-PURPOSE MARKING PEN—KD-7 INK FORMULA 























BREE See Ia Se 
No. 2 Closed type for open center ties $5.95 Scale and basket as shown $39.75 


Both forms are self-adjusting at any point. Both are ideal on press . 
or finishing board. To end all your tie finishing problems, you With stand e886 ..........- $1880 
need both these fine tie forms. Scale alone 


Basket alone 


basen COAT 


VENT 
od CLAMP 


Grips and holds coat vents firmly in place while garment is being fin- 
ished on coat machine or Adjusta-Form. Leaves no imprint. Cuts finishing 
costs. Only $3.00 each or $5.50 a pair. 
For Cissell Sleever. Protects and trebles the life of sleeve bag. Fits 
Sold by Drycleaning and Laundry Jobbers into and shapes shoulder without puffing or padding. Immediate 
Throughout the World. steam with completely diffused moisture. Cuts bag costs 50%. 
Complete with Collar, Only ............ $3.45 


NEWHOUSE SPECIALTY CO. INC., 3827 San Fernando Road, Glendale 4, Calif. 
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Nationwide Consumer Survey Shows . . 


In a recent nationwide consumer survey of 17 cities, 
72% of 1,300 respondents said they preferred their laun- 
dry and drycleaning wrapped in polyethylene rather 
than in any other packaging material. In several cities, 
percentages ran even higher. In Chicago and Philadel- 
phia, for example, the preference for polyethylene was 
greater than 83%; in Milwaukee, over 80%. 

But only 70% of those surveyed now receive laundry 
and drycleaning in polyethylene . . . proof that more 
people prefer polyethylene than are now receiving their 
clothes in this packaging material. 

Here, in order of relative importance to those queried, 
are reasons why polyethylene was first choice: 

Polyethylene is transparent 

It offers better protection against dust and water 

Garments are easier to store 

The film is stronger 

It keeps clothes neater 

Packaging is more attractive 

The film is soft, noiseless 


YOUR CUSTOMERS PREFER 
LAUNDRY AND DRYCLEANING IN POLYETHYLENE 


These are important reasons for considering polyethy]l- 
ene to improve the quality of your packaging. Poly- 
ethylene gives that extra touch of prestige to your 
service ... helps build business for you. And it is the 
most economical packaging material you can buy. 

When you buy polyethylene, be sure to specify the 
film properties that are best suited to your bagging 
operation. U.S.1., producer of quality PETROTHENE® 
polyethylene resins, will be glad to work with your sup- 
plier in setting up specifications to give you assured 
satisfaction. U.S.I. also has available a new booklet, 
“Which Polyethylene Film Should I Use,” which can 
help you make a sound choice. For vour copy, write to 
the address below. 


USTRIAL CHEMICALS CO. 


Division of National Distillers and Chemical Corp. 
99 Park Ave., New York 16, N. Y. 
Branches in principal cities 
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REETONE-C 


CONCENTRATED DRY-CLEANING DETERGENT 


by 


® SAVES YOU MONEY 
® SAVES YOU TIME 
® SAVES YOU WORK 


You only need a 1%-2% charge of REETONE-C when a humidity control is 
employed .. . only 1% without humidity control! It’s easy to use, it doesn’t 


discolor solvent, and it works with any equipment. 


FOR MAXIMUM EFFICIENCY WITH REETONE-C USE 


PREMIUM DARCO 


. . . the super-activated carbon developed especially to give you peak per- 


formance when you are using the modern detergents—such as REETONE-C. 


Ask your Riverside man about REETONE-C ... and about Premium Darco. 
RIVERSIDE MFG. CO. 4919-27 Connecticut St., St. Louis, Mo. 
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finest quality * 


* solvent 


1} ae elo Mm | al of at —T- F-1 — 
im cost 


femme seo) 


oa: Featuring = relaacue 
HG! Parco Fackcow DRYCLEANING 
\e}/ PROMOTION 


with your order 


Giant Day-Glo Window Posters 
Paris-Styled Store Interior Signs 
Smart Newspaper Ads 


Clerks’ Lapel Ribbons 
Other Important Selling Aids 
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PERCHLOROETHYLENE 


FROM PARIS -—the birthplace of modern 
drycleaning — comes a great new perchloroethylene 
. .. backed by a powerful, Continental-styled 
promotion ... and affords extra profit on 

every garment! 


PER@CHLO, the “Paris Fashion” drycleaning 
solvent, is made by the Pechiney Company, one of 
Europe's largest and most famous chemical producers. 
Manufactured to highest quality standards. PER@CHLO 
meets or surpasses all other brands of “perk” in safety, 
economy, freedom from odor, and thorough 

cleaning action. 


OK ke 
Wade in si 


Paris, France 
+ — world’s center of fashion flair 
and fabric care . . . nationally 
publicized to pre-sell your 


customers! tell «= INTERNATIONAL SELLING CORPORATION 


220 East 42nd Street ©@ New York 17, N. Y. 
Exclusive United States Sales Representative for Cie. Pechiney, Paris, France 


R OSH information on PER®CHLO and the “Paris Fashion Dry- 
cleaning” promotion 


* Firm Name 





Address. 
City 
Individual 








full details today 





My Distributor is 
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ERIE 
WHISTLE TIMER 


The Automatic Shut-off 
Signal that Pays for Itself! 
Avoid excessive washing, extract- 
ing, drying time . . . move more 
loads, faster save finishing 
time . . . insure better quality . . . 
with easy-to-install Erie Whistle 
Timers. Piercing whistle is heard 
over all machinery noises. Won't 
run down, but continues until 
equipment is shut off. In a few 
weeks or a few months, your sav- 
ings have paid for the low initial 
cost... and you continue to save. 


% A USER REPORTS 


Check These Features 
@ Fool-proof! Just turn knob to desired 
operating time — and forget it! 


@ Operator can't disregard piercing 
whistle, which continues until equip- 
ment is shut off. 


@ 3 models (0-5 min., 0-30 and 0-60 


min.) for extractors, washers, dryers. 


@ Easy to install on any brand of equip- 
ment. Threaded %” pipe size for 
compressed air line. 


@ Covered by written guarantee. 
Write for Details Today! 
ERIE Manufacturing Co. 


4000 South 13th Street 
Milwaukee, Wisconsin 


Messages Spiked on Door 


Daily traffic into his small private 
office, Ralph Fletcher found, at 
Kleen-A-Matic, Nashville, Tennessee, 
involved routine papers and informa- 
tion that were seldom urgent. Yet 
there was constant interruption and 
distraction. He had to know whether 
each intrusion was urgent before re- 
turning to his own tasks. 

Mr. Fletcher’s solution was a filing 
spike on the office door. He used an 
ordinary desk spike, such as invoices 





SCREWED | 
ON 


// 


"A 











or bills are impaled on after they have 
served their purposes. Its metal base 
was screwed to the door at eye level. 
An inch from its base the spike was 
bent vertical, then curved out again 
at the top. 

All papers and messages for Mr. 
Fletcher are now filed on this spike. 
All messages must be written. He be- 
lieves a small plant operator deals 
with too many details to trust his 
memory. The more facts he gets down 
on paper, the less current problems 
are beclouded in his mind. 

This spike on the door is preferred 
to an “incoming” tray on his desk for 
several reasons. It can be used when 
the door is closed for private confer- 
ences, for one. 

He has considered color coding, 
with a red flare for urgent messages 
and yellow flares for those to be acted 
on when convenient. Coding hasn’t 
proven necessary in his small open 
plant, but might prove helpful in a 
larger operation. 


Space Saver 


After long years of work in a crowd- 
ed plant where storage space for sup- 
plies was a constant problem, the 
owner of Gallagher Cleaners, Merced, 
California, came up with an answer. 
Since the plant’s private office is lo- 
cated alongside the cleaning room he 
had a false ceiling built over the 9-by- 
12-foot office area so there could be a 
3-foot-high storage area above it for 
hangers and other supplies. The space 
that normally would be wasted will 
accommodate some 20,000 hangers as 
well as other supplies. 

Best of all, this storage is open 
along its entire length on the cleaning 
room side and supplies are quickly 
available through use of a “portable 
stairway” which is an aluminum step 
ladder. 

By the way, the office still has an 
814-foot ceiling, so he isn’t suffering. 
Besides, it’s air conditioned. 


Handy Thread 


Hess-Du Bois Cleaners in Stockton, 
California, uses both upright and 
slanted panels for holding a large num- 
ber of thread spools at their repair 
station. Besides saving space in this de- 
partment, every spool is within arm’s 
reach of the repair lady. The lady in 
the background is at the sewing ma- 
chine facing an upright panel that 
holds over 90 spools. 

The sloping panel in the foreground 
at the large work table holds nearly 
50 more spools in a very limited space. 
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DRY CLEANERS AGREE! 





Production 
rates increase 


with 


SHELL SOL 
360 and 36 


That’s the up-to-the-minute report from dry 
cleaners coast to coast. Increased production 
rates are obtained even at lower tumbler 
temperatures because: 


1. Evaporation is faster. 
2. Deodorization is faster. 


3. Finishing is faster. 


Both Shell 360 and 36 meet all Stoddard 
Solvent specifications. They are approved by 
the National Institute of Dry Cleaning and 
classified by the Underwriters Laboratories, Inc. 


ALSO AV ABLE 


SHELL SOL 105— 
Regular Stoddard Solvent 


SHELL SOL 140 and 14— 
where 140° F. flash point 
is required 


SHELL 


OIL COMPANY 


is ji 50 WEST 50TH STREET, NEW YORK 20, NEW YORK 
= Eupertent. 100 BUSH STREET, SAN FRANCISCO 6, CALIFORNIA 


Odor stability 
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Whats Behind the 


Big things are going on at 


the Cissell Manufacturing Company, Inc.! 


Your jobber will have the news! Consult him soon! 
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What's NE 


. the one-shot spotter made espe 
even on set “permanent” lipsticks — 


Contains no fatty acids... perfect & 


Take your pick... 





© Handi-grip spotting board bottle 
with dispenser cap 

e Large economy jug — good for 
250 average stains and a lipstick 
load too 


Order ReddyGo in either size 
from your jobber today 


ck stains. Works faster, better — 


use Pidtsaeces lipstick oils, dyes and waxes all at once. 


i loads.” Try it. 


Another great new “Go” product for the 
professional drycleaner from the house 
oval specialists 
WILSON CHEMICAL CO 
KEARNY, NEW JERSEY 


Descriptive folder on request 
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GREATEST 
SHOW ON 
WORTH!!! 
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THIS WAY 


TO THE TRUCKS 




















1961 CHEVROLET 
STURDI-BILT TRUCKS! 


PROVED WORT! 


1 MORE 


BECAUSE THEY WORK MORE 


A gigantic advance in trucking began just a year ago, when the first Torsion-Spring Chevy 
nosed out onto a highway. With a vastly different truck design, featuring torsion-bar inde- 
pendent suspension, this totally new Chevy did just about everything better. And it caught 
on fast. So fast, in fact, that already there are nearly 300,000 Torsion-Spring Chevies putting 
out this new kind of working ability on tough jobs all over America. Now, for 1961, Chevrolet 
introduces trucks with even more of the worth-more, work-more performance that’s won such 








wide owner acclaim over the past year. Even more strength, even more stamina—and an 





even wider range of models! 


MORE MODELS THAN EVER BEFORE! 189 models—work-proved 
dollar savers in every weight class! 1961 Chevies for 
every hauling chore in the book include three new long- 
wheelbase 4-wheel drive models, sturdy Stepside and 
Fleetside pickups, spacious panels, versatile Suburban 
Carryalls, handy Step-Vans and forward control chassis, 
tough chassis-cabs of all sizes, mountain-moving tan- 
dems. Somewhere in this long, long line is the one 
truck that makes the most sense on your job! 


OWNER-PROVED TORSION-SPRING RIDE! It puts an end to 
I-beam axle shimmy! Independently suspended front 
wheels step right over bumps, tough torsion-bar springs 
soak up jolts. New smoothness speeds up schedules, 
cuts truck wear and maintenance expense, reduces 
cargo damage and driver fatigue. Owners report that 
there’s never been anything like it for high-profit 
hauling! 


STRONG, ROOMY CABS THAT HELP BOOST YOUR WORK OUTPUT! 
Rangy drivers ride in comfort with extra hip room, 
leg room and head room. Seeing is safe and easy through 
a whopping big wraparound windshield. The seat’s a 
beauty, too—a full 59!4” wide with a spring combina- 
tion inside that gives just the right support. (And for 
the last word in working comfort, special 6” foam 
rubber padding is optional at extra cost.) And the 


rugged cab build includes all-steel construction, double- 
panel roof and double-walled cowl housing. 


TOUGH TRUCK CHASSIS — BRAWNY BASIS FOR BIGGER PROFITS. 
Massive, truck-built frames add stamina to every 
chassis. In medium- and heavy-duty models, rugged 
self-adjusting variable-rate rear springs help smooth 
out big-tonnage hauls. Quality features galore boost 
truck life: Extra-big brakes give faster, surer stops and 
last longer. Precision wheel balance makes steering 
easier, lengthens tire life. Smooth, durable Synchro- 
Mesh tranemissious come in sizes to suit all types of duty. 


ENGINES WITH PROVED EARNING POWER. Famous sixes that 
out-sell all others because they’re best at brightening 
cost records . . . big V8’s that lead the industry for 
short-stroke design and hard-working durability! 
Chevy for ’61 offers a long line of power plants to meet 
the special needs of every weight class. 


The truth is, we could fill every page in this magazine 
with reasons why Chevrolet trucks have never been 
better than they are for ’61, but there’s no need for that. 
Not when your Chevrolet dealer can boil it all down for 
you so quickly and pleasantly. See him soon and start 
saving soon! ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 
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1961 CHEVROLET 
STURDI-BILT TRUCKS! 
PROVED WORTH MOR 
BECAUSE THEY WORK MORE 


A gigantic advance in trucking began just a year ago, when the first Torsion-Spring Chevy 
nosed out onto a highway. With a vastly different truck design, featuring torsion-bar inde- 
pendent suspension, this totally new Chevy did just about everything better. And it caught 
on fast. So fast, in fact, that already there are nearly 300,000 Torsion-Spring Chevies putting 
out this new kind of working ability on tough jobs all over America. Now, for 1961, Chevrolet 
introduces trucks with even more of the worth-more, work-more performance that’s won such 








wide owner acclaim over the past year. Even more strength, even more stamina—and an 





even wider range of models! 


MORE MODELS THAN EVER BEFORE! 189 models—work-proved 
dollar savers in every weight class! 1961 Chevies for 
every hauling chore in the book include three new long- 
wheelbase 4-wheel drive models, sturdy Stepside and 
Fleetside pickups, spacious panels, versatile Suburban 
Carryalls, handy Step-Vans and forward control chassis, 
tough chassis-cabs of all sizes, mountain-moving tan- 
dems. Somewhere in this long, long line is the one 
truck that makes the most sense on your job! 


OWNER-PROVED TORSION-SPRING RIDE! It puts an end to 
I-beam axle shimmy! Independently suspended front 
wheels step right over bumps, tough torsion-bar springs 
soak up jolts. New smoothness speeds up schedules, 
cuts truck wear and maintenance expense, reduces 
cargo damage and driver fatigue. Owners report that 
there’s never been anything like it for high-profit 
hauling! 


STRONG, ROOMY CABS THAT HELP BOOST YOUR WORK OUTPUT! 
Rangy drivers ride in comfort with extra hip room, 
leg room and head room. Seeing is safe and easy through 
a whopping big wraparound windshield. The seat’s a 
beauty, too—a full 59!5” wide with a spring combina- 
tion inside that gives just the right support. (And for 
the last word in working comfort, special 6” foam 
rubber padding is optional at extra cost.) And the 


rugged cab build includes all-steel construction, double- 
panel roof and double-walled cow! housing. 


TOUGH TRUCK CHASSIS — BRAWNY BASIS FOR BIGGER PROFITS. 
Massive, truck-built frames add stamina to every 
chassis. In medium- and heavy-duty models, rugged 
self-adjusting variable-rate rear springs help smooth 
out big-tonnage hauls. Quality features galore boost 
truck life: Extra-big brakes give faster, surer stops and 
last longer. Precision wheel balance makes steering 
easier, lengthens tire life. Smooth, durable Synchro- 
Mesh transmissions come in sizes to suit all types of duty. 


ENGINES WITH PROVED EARNING POWER. Famous sixes that 
out-sell all others because they’re best at brightening 
cost records . . . big V8’s that lead the industry for 
short-stroke design and hard-working durability! 
Chevy for ’61 offers a long line of power plants to meet 
the special needs of every weight class. 


The truth is, we could fill every page in this magazine 
with reasons why Chevrolet trucks have never been 
better than they are for ’61, but there’s no need for that. 
Not when your Chevrolet dealer can boil it all down for 
you so quickly and pleasantly. See him soon and start 
saving soon! ... Chevrolet Division of General Motors, 
Detroit 2, Michigan. 











PUT MORE SPRING 
INTO FALL 
DRY-CLEANING PROFITS 


This new electric flasher display 
will bring them in 


It’s the perfect dry-cleaning display that will brighten 
your window . . . and bring extra business. 

It's a four-season display, with the appeal changing 
from spring — to summer — to fall—to winter. Beautiful 


permanent frame. It's a $5 value ... but you can get 


one free, when you order Diamond Perchlorethylene 
. your best buy in superior cleaning solvents. 
See your Diamond Alkali distributor or write to 
Diamond Alkali Company, 300 Union Commerce 


Building, Cleveland 14, Ohio. 


Remember Diamond Perchlorethylene. It’s the stabilized solvent that pro- 
duces uniform, high-quality work — the kind that brings customers back. 


@ Diamond Chemicals 
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It's fantastic! 
Recover //,* your solvent costs 


“SNIFF-O-MISER” 


Even though your reclaimers are working at top 
efficiency, perc solvent vapor still escapes from the 
cleaning machine and in handling garments. And it’s 
surprising how much perc escapes: In most plants, at 
least 50% of the total solvent used is being air-wasted. 
Circulating air to get rid of the annoying odors adds 
to the waste, for not only is the solvent lost, but cooling 
the room temperature boosts your heating bill also. 
But there’s an easy answer — Hoyt “Sniff-O-Misers”! 
These sensational new vapor adsorbers sniff up solvent 
fumes and reclaim your solvent for re-use . . . save up 
to 75% of your present solvent costs . . . get rid of 
solvent odor . . . soon pay for themselves. 


There are three “Sniff-O-Miser” sizes — one for 
any plant, and all attractively designed with the dis- 
tinctive Hoyt cabinet. The compact Model | (for floor, 
wall or ceiling installation) is extremely popular in 
small plants. 


When you buy reclaimers and vapor adsorbers, it 
always pays to look for the Hoyt features. 


Write for bulletins or see your distributor 


HOYT 


WESTPORT, MASS. 


Automatic Dryers, Reciaimers and Chillers 


*"“Sniff-O-Miser” owners report solvent savings of 50% to 75% 
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Close Call 


When Congress adjourned last month it fortunately tabled 
the controversial new Minimum Wage Law. In its proposed 
form, it posed a bigger threat to our industry than any one sin- 
gle thing, except perhaps the apathy of some cleaners towards 
their customers. 

Certain zealots in both Houses are intent upon getting the 
bill passed, and they probably will make the grade next time 
Congress convenes. From a strictly moral viewpoint, the law 
is bad in that it all but wipes out states rights, imposing tight 
controls on intrastate businesses. 

Another point. In order to make it somewhat palatable the 
$1.25 minimum will probably discriminate against only those 
firms doing at least $1 million annually. Our farsighted polli- 
ticians overlook the fact that this will affect the entire labor 
market. The little cleaner will have to pay that same minimum 
whether the law covers him or not. He has to compete for the 
same workers as the big fellow. 

Then there is the additional problem of having to upgrade 
salaries all along the line to balance out compensation for 
different levels of skill. And increased costs without increased 
productivity just add to the inflationary spiral. 

Take your own plant, for example. You have an employee 
earning $1 an hour in a 40-hour week. That $40 salary will 
cost you $50 if the law is passed, or $600 a year. Multiply that 
by the 2 or 10 or 50 people on your staff, and it is pretty easy to 
see what will happen to your profits. 

What can you do about it? Several things. First and fore- 
most, get yourself interested in the coming elections. Study 
the issues and the candidates. Get out and work for the men 
you feel qualified to do the job, regardless of party. Talk to 
your employees. Urge them to vote. An aroused electorate 
can make sure that unfit candidates do not slip into office by 
default. Freedom of choice, freedom to vote are wonderful 
things, but they ‘must be exercised or they can be lost. 

In anticipation of some kind of restrictive law, get your 
house in order. Double-check your quality to retain customer 
acceptance. Advertise as you never have before. Review your 
entire operation. Make sure you are using all the labor-saving 
devices now available to you. Automatic washers and air presses 
can Save you money. 

There is an old but true saw that says you pay for equipment 
only once but labor costs go on and on. Are your layout and 
workflow just as efficient as you can make them? 

In the months ahead we will bring you articles to help you 
combat the squeeze between rising costs and shrinking profits. 
Next time it may not be a close call; it may be a reality. Be 


ready 
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Deluxe Sight Control 





The Detioy. 


From the OufStd he.compact, streamlined design of the new 
Deluxe Ambassador adds to the attractiveness of any dry clean- 
ing plant—and greatly simplifies maintenance. Newly lotated-een 

trols facilitate ease of operation and enhance the smoothly con- 
toured appearance. By simply glancing at only three places the 
operator can tell immediately just how the machine is periorming. 








On the Inside—The many advanced features of the Deluxe 
Ambassador make it a marvel of automation—as well as con- 
tributing to dependability, efficiency and quality of workmanship. 


Foremost of these automated features is the smaller_size,-terger 
capacity Steady-Flo Filter. Workipg.ia—eomibination with the 
Filter Powder Feeder,-+-automatically performs every function 
for paste ration. Fresh powder is automatically fed into filter 
before and during cleaning cycle. Spent powder is automatically 
backwashed into Centrifuge Separator after every load. Filter is 
always clean, a higher flow rate of solvent is constantly maintained, 
with no pressure change from first to last cleaning load. 





The new Centrifugal Muck Separator reclaims 25% more solvent 
than previous cooking methods—without the use of steam or 
water, and without removing soap from the solution. This opgse 
tion takes but a few minutes. 


The Re-engineered Electrical System has been located at the 
left front for convenient control and simptfied maintenance. New 
heavy-duty switches, high-torquescfor, repeat-cycle timer, encap- 
sulated plug-in relays anger solder connections assure a new 


measure of trouble-fse® performance. 
“tie, 


—— A new Flyie’Control Center provides valves that operate autg 
bite AE matiedfly, except those required for maintenance. All tubjpg~and 
: | | ittings are of long-life copper with sweated leak prgeffoints. 

; 
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New Atmospheric Stills for the Deluxe AmbeSsador feature cor- 
rosion-resistant, more efficient condefiser and cooler coils— 
larger capacity, more attractiye-Water separator and rag ca 
leak-proof sweated unio ared service fittings. The stilLi#rStal- 
led with the 2-bath-&mbassador model 601B, also jacOrporates 
several impogtetit automatic controls. 
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Deluxe Powder Feeder Deluxe Muck Separator 











Ambassadev Has Gone Deluxe 

































Single Be odel 601i—Two Bath 
Model-601B—75 Ibs per load and 
3Q0Ibs per hour capacity. 







Deluxe Atmospheric Stil! CLIP OUT AND MAIL FOR MORE INFORMATION 


DETREX CHEMICAL INDUSTRIES, INC. 
Box 501, Detroit 32, Michigan 


Please send me the following Detrex literature: 


| Monarch 528 and 5288 literature Dialamatic Conveyor literature 


Ambassador 601 and 6018 literature Econ-O-Perk literature 


30-Month Lease Plan Information 


NAME - ———— 





COMPANY 


ADDRESS 





| 
| Diplomat 561 and 5616 literature Synth-O-Saver literature 
| CITY ZONE STATE 
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COLL OL FULANKCE 
on Liberal, Long Range Terms 
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Deluxe MONARCH 


Ideal for operators in 
Medium-Low range 
Single-Bath Model 528 
Two-Bath Mode! 528-B 
140 ibs. per hour 





CORONET 


Made-to-order for 
Low Volume Operators. 
Single-Bath Model 422. 

80 Ibs. per hour. 


Deluxe DIPLOMAT 


Meets the Needs of all but 
Biggest Operators. Single- 
Bath Model 561 
Two-Bath Model 561-B 
200 Ibs. per hour 


Deluxe AMBASSADOR 


Highest Capacity in the 
Synthetic Field 
Single-Bath Model 601 
Two Bath Model 601-B 
300 Ibs. per hour 


SCC ESCHER ORE RHEE EEE 
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ECON-O-PERK 


Model 61—10-gal. capac- 
ity for larger sized 
operations. 
Doubles solvent mileage 
through air recovery. 


ECON-O-PERK 


Model 31—5 gal. capacity 
for smaller sized 
operations. Doubles 
solvent mileage through 
air recovery. 


SYNTH-O-SAVERS 


Standard Model 326, 
Automatic Model 326-A. 
35-ib. capacity. 
Recovery Efficiency: 
95% to 98%. 


SYNTH-O-SAVERS 


Standard Model 340, 
Automatic Model 340-A. 
50-ib. capacity. 
Recovery Efficiency: 
95% to 98%. 





BUSINESS REPLY CARD FIRST CLASS Mail this Post Card 


No Postage Stamp Necessary if Mailed in The United States PERMIT NO. 9268 


Detroit, Mich. | TODAY 




















5c POSTAGE WILL BE PAID BY — 


DETREX CHEMICAL INDUSTRIES, INC. 


BOX 501, DEPT. | 1-600 


DETROIT 32, MICH. 


en INDUSTRIES, INC. 


BOX 501, DETROIT 32, MICHIGAN 
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YOUR CUSTOMERS EXPECT IT.. 







ORDER THRU YOUR 
FAVORITE JOBBER 


83-99 WALNUT STREET 
TIME SAVERS, INC. MONTCLAIR, NEW JERSEY 
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Here’s a sure-fire 
merchandising program 


It’s worked so well for one plant 


that 16 others are using it 


By ART SCHUELKE 












This form letter is sent to ‘Famous Persons nal Costume 
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Coupon books included with letter to new baby offers four discounts—two for 
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Annual art exhibit at plant is just one of many unusual promotions this firm uses 


BY NOW THE FABULOUS success 
of Tuchman Cleaners of Indianapolis 
Indiana, is well known throughout the 
industry. But until now, ‘just how this 
plant became one of the top plants in 
the country hasn't been revealed. We 
are proud to tell you the details. 

During the latter part of 1953 
brothers Sid and Fred Tuchman 
opened their plant, including a fu 
vault. Today the firm has eight 
branches, five routes. Two more 
branches will probably be open by 
the time we go to press. On the draw- 
ing boards are plans for six package 
plants. 

The original fur vault of 5,000- 
garment capacity has long been inade- 
quate for the firm’s needs. It was 
filled to capacity the second year it 
was open. Since then two other stor- 
age areas have been added in other 
parts of the city. When I visited the 
plant at the end of July, wool storage 
was being marked in at the rate of 
100 pieces a day and the end of the 
volume was still weeks away. And 
this had been going on daily for 
months. 

The firm last year averaged better 
than $14,000 a week. How did it ac- 
complish this in a short seven years 
in a highly competitive market? There 
are many other progressive, wide- 
awake firms in Indianapolis. Tuch- 
man’s didn’t just catch other cleaners 
napping. 

A sound program has created new 
markets, has increased acceptance and 
usage of drycleaning in this city 

First of all, the firm turns out qual- 
ity work. It constantly reminds the 
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public of its careful craftsmanship. It 
advertises free repairs of hooks, eyes, 
snaps, open seams and shoulder pads, 
and replaced buttons. It talks about 
careful finishing, rolled sleeves, the 
details that make up a quality clean- 
ing package. 

Ever since the plant opened its 
slogan has been “Fine Art in Dry- 
cleaning.” It appears in everything 
the company uses, such as letterheads, 
newspaper ads and radio copy. 

Now to anyone who can truly call 
himself a drycleaner there is nothing 
magical about the success of Tuch- 
man Cleaners. Top work is attainable 
by any professional cleaner. But here 
we get into a little tougher part of 
the program to achieve. 

I refer to the rare combination of 
businessmen the two brothers make 
together. Fred is an outstanding tech- 
nician. He runs the production end, 
period. That is his province. Brother 
Sid handles the “front side” of the 
business, He is a showman in the real 
sense of the word. At one time he as- 
pired to a career in show business and 
spent a great deal of time in Holly- 
wood some years back. Together, they 
make an ideal team. 

Another factor in this firm’s success 
was Sid Tuchman’s meeting Merwin 
“Dech” Dechter shortly after the 
plant was opened. Dech is a profes- 
sional advertising man. He taught for 
several years as an ad specialist for 
Indiana University. His forte is retail 
advertising. 

As a university instructor he toured 
the state, lecturing retail merchants 
and then spending time with his “stu- 





Preliminary Advertising Budget for 
ADVERTISING BUDGET 


ADVERTISING EXPENSES 


( Sales x le 


Tuchman Agency 
$25 x 52 weeks 
+ .25% 
Newspaper 
44x24" x 
8x12" x 
Full Page 
Color 
Drivers Contests 
Spring ($200 each winner) 
Fall ($10 each winner) 
Descriptive posters, stationery, 
etc. ‘ al cme i dubia ie to 55 
Store Girl Contests 
$25 each store 


$1,300 





Posters 
12x $3 x (outside) I 
12 x $1.50 x (inside) 
Truck 

Grab Bag | 
$500—500 items @ 30¢ 
1,000—700 
3,000—1,200 | 
Main List . 140 

x $45 M 


Bundle Inserts 
$40—$70 per ovtlet 
Drivers Aids | 
$30 per driver } 
Letters and cards | 
$100 per 150M 
Spring Mailer 
$50 per M x 
2% x 4 coupons x 25¢ each 
Radio 
Spots 
10 months x 25 (transcription) 
Phone 
Welcome Wagon 
Premiums ($100 per 100M) 
Engravings 
Miscellaneous (calendars, center fees, cabs, 
neighborhood paper) 
TOTAL ADVERTISING 
Reserve for Contingencies 
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dents” advising them about their in 
dividual businesses. It was while he 
was engaged in this work that he met 
Sid Later he left the University to 
work for Kroger’s, the huge super- 
market But he kept a clos« 
relationship with Tuchman’s as con- 
sultant 

One of the first things Sid and Dech 


d was to establish a consistent news- 


ompany 


paper program. Tuchman’s runs a two- 
column-by-six-inch ad every Monday 
in the local morning paper. This is 


the backbone of the firm’s program 


Copy draws traffic 


Even though there are three local 
papers, two of them evening editions, 
Dech feels the morning paper has the 
greatest impact. And only during spe- 
cial promotions does the size exceed 
that mentioned. You may wonder why 
i cleaner as large as this doesn’t use 
But as Dech puts it, it is 


what you say that counts not how 


more space 


much room you use to say it. Promise 
of benefit must always be there, plus 
i bid to action by the reader 

He further says that advertising in 
itself doesn’t sell—it only creates traf- 
he. Every 


ans in anv medium is ce signed to do 


single thing done by Tuch 


The Secret of 


UNIFORM QUALITY 


IS SANITONE STANDARD PROCEDURE 


SANTITONE 


just that. And how it does! The firm 
uses rifle ammunition instead of buck- 
shot. 

A case in point is its use of radio. 
It buys (and has since 1953) one spot 
announcement daily on a local disc 
jockey show heard in the mornings. 
On television it has been using, since 
1954, a single spot on the late movie 
shown on Friday nights 

Sid Tuchman delivers the TV com- 
mercials himself. His show business 
background serves him well here. 
However, while these deliveries are 
rehearsed, there is no attempt made 
to make them too slick, too polished. 
The impression is rather of a sincere, 
dedicated man who knows his busi- 
ness, with whom it is beneficial to do 
business 

One of Dech’s basic philosophies is 
to build a company image. He strongly 
urges an identifying signature cut on 
all ads to help establish this concept. 
In the case of Tuchman’s, the per- 
sonal appearance of Sid on TV has 
further established a personality im- 
age for the firm. 

Until recently Dec h has been a Con- 
sultant only. He met several times a 
year with the Tuchmans while he was 
engaged in his work for the University 
and Kroger’s. Sid Tuchman and Dech 


DRY CLEANING SERVICE 


would get together, for example, to 
set up six-month ad budgets, which 
were followed to the letter by the 
plant. Other meetings would be used 
for review or special plans for the 
future, usually on a quarterly basis. 

The reason why Sid has followed 
Dech’s recommendations religiously is 
that they were paying off handsomely. 
Volume at the main plant alone has 
trebled, even though the state per- 
manently blocked off one main ar- 
terial access. All the other outlets are 
paying off handsomely, too. 

The actual “costs” are within the 
amounts recommended by industry 
leaders, a consistent 5 percent. I say 
“costs” in quotes because advertising 
doesn’t cost, it pays, as evidenced so 
well by Tuchman’s. 

Naturally, the success of this plant 
didn’t go unnoticed by other cleaners 
in the area. In the past several years 
plantowners from Indiana and neigh- 
boring states came to visit Sid and 
Fred to find out how they did it. 

The Tuchman boys kept getting 
more and more inquiries, requests to 
use some of their ideas. Some plants 
offered to get into a cooperative pro- 
gram. The Tuchmans reasoned that if 
their various promotions went to many, 
the cost for materials would be re- 




















Any Cleaner, Inc., Business Objectives 


. To provide a consistently high quality cleaning 
service that will retail at a value to Any Clean- 
ers customers and a profit to Any Cleaner. 

To build Any Cleaner in the eyes of the cus- 
tomer—the corporate image. 

To advertise effectively to the consumer through 
a basic, dominant newspaper campaign. 

To tell the Any Cleaner story by a prestige ap- 
proach both to prospects (by newspaper) and 
to regular accounts (through good workman- 
ship emphasized by bundle inserts and modern 
packaging ). 

To increase Any 
routes and in stores. 


Cleaner’s business both on 


6. To increase the volume in cleaning and shirts 
which returns a larger profit. 
To compete with other companies while main- 
taining uniform quality consistent with high 
Any Cleaner’s standards. When and if Any 
Cleaner’s prices are higher than .competition, 
Any Cleaner must justify this increase through 
added value. 
To establish a reputation with the consumer 
by offering a value in cleaning service. 
To introduce new services that will build vol- 
ume and increase profits. 
To increase net profit by 
easily handled with present equipment. 


increasing volume 





duced for everyone because the CX- 


bringing 


plants 


the program 


A firm meeting these requirements 


penses would be spread. 

And it was a good bet for the par- 
ticipants because the ideas were tried 
and true. They weren't buying a pig 
in a poke. 

Sid decided to 
plants that showed interest in the idea, 
There was a 
personal visitation. The whole success 
of his merchandising program rested 
upon a foundation of quality work- 
manship. There wasn’t any point to 


make a tour of 


basic reason for this 


whose work didn’t measure up to the 
ad claims. If he did, this could work 
to the detriment of others. 

Last October Sid and Dech made 
the tour and signed up several plants. 
More have followed since then, and 
the count presently is 16 plants. Fou 
states are represented; Indiana, Mich- 
igan, Ohio and Kentucky. In addition 
to the quality work specification, the 
plan is limited to plants doing a mini- 
mum of $2,000 a week 


is given an exclusive in its town. The 
services whi h will be described pres- 
ently cost $25 a week plus one-fourth 
of one percent of gross volume. This 
not to exceed $33.75 a week, includ- 
ing the flat retainer fee of $25. A con- 
tract is signed which can be term- 
inated by either party within 30 days. 
When 
come to an agreement, the new mem- 
ber receives a brochure outlining the 
Continued cn page 44 


Tuchman’s and a cleaner 


By experimenting with measured washer loads; sol- 
vent turnover per cleaning cycle; filter operation, 
extractor speeds and tumbler temperatures . . . it’s 
conceivable that you might hit on the right combi- 
nation for quality cleaning. 


Bul why experimenl? 


Sanitone Dry Cleaners have an experienced staff of 
skilled chemists and technicians trained in the art of 
dry cleaning to do their experimenting for them. 


Working in modern research laboratories, plant pro- 
cedures are constantly being studied and improved. 
When new procedures are developed they are double- 
checked in Sanitone’s full-scale experimental dry 
cleaning plant and, as a final check, field-tested in 





commercial plants under actual, every day operating 
conditions. Then, and only then, are Standard Pro- 
cedures released to Sanitone licensees. 

With Sanitone Standard Procedure you start with a 
uniform product. Using pre-determined proportions, 
under controlled conditions, you get the same quality 
everytime ... load after load . . . week after week. 
When you buy Sanitone 30-90 you buy experience 
— not experiment. 

Sanitone Standard Procedure takes the guesswork 
out of your cleaning room operation. Find out how 
you can have a no-risk demonstration, at our ex- 
pense, to prove the superior cleaning results and 
cost-saving advantages of Sanitone 30-90, right in 
your own plant. Write today. 
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synonym for 


in petroleum or synthetic dry cleaning 


Wherever dry cleaning equipment is known and appreciated, 
the Washex name has become an accepted synonym for the finest... 
its engineering and design ... the steady power of its performance ... 





its durability under the grind of daily production. .. all are the result of 
Washex unending search for quality. 
An hour’s visit to a Washex equipped plant will prove it! 
Why not accept your Washex distributor’s invitation to visit a nearby plant 
or simply attach this ad to your letterhead for more information. 


WASHEX MACHINERY CORPORATION | ie: sancce steer, srooxiyn 22, wy 
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Any Cleaner, Inc., Advertising Objectives 


To create a warm and human image with a 
character no other cleaner can claim. 

To justify Any 
some competitors by 


Cleaner’s higher price over 
establishing that Any 
Cleaner’s service constitutes a greater value. 

To establish a “pride of ownership” or a “status 


to “use Any Cleaner,” like the pride of owner- 
ship in a mink stole or a Cadillac car. 

To influence the consumer to choose Any 
Cleaner over the habits she has already estab- 
lished by creating a benefit and a desire. 

To build up a greater volume in cleaning and 
shirts. 

To offer a medium for introducing new services. 
To excite the drivers and inspire them to greater 
sales efforts. 


To recognize that Any Cleaner is a leader in 


9. 


To explain the concept of Any Cleaner. 


10. To picture Any Cleaner as a friend and an ally 


11. 


12. 


to the consumer. 

To change all packagings so that they are uni- 
form to each other in color, design and logotype. 
To hammer away consistently and persistently 
so that when the consumer thinks of changing 
her present cleaner the name of Any Cleaner 
will be the outstanding choice. 

To picture Any Cleaner as a company of highly 
skilled artisans, craftsmen, well-informed tech- 
nicians, all capable of satisfactorily servicing 
the most delicate fabrics. 


4. To check carefully the results of this advertis- 


ing campaign. When proved favorably that ad- 
vertising dollars, well spent, produce higher 
profits, then raise the budget from 3 percent to 
4 or 5 percent. 


the community. 





Continued from page 41 


budget 
his is 
one of the most valuable parts of the 
It spells out in exact detail 
how much should be spent in every 
and when, for the full year 

Other parts of the package that are 
extremely important are the “Business 
Objectives” and the “Advertising Ob- 
of members of the coopera- 


planned 
geared to that plant's volume 


program plus al 


contract 


mnie dium 


iectives” 
tive plan. They are worth your study 
be L1uIS€ they are the base upon which 
inv cleaner can become successful 

In the 
reproduced here I have used the name 
Any Cleaner,” although it could well 


h ive be en I uc hman’s or another mem 


“Business Objectives” cod 


ber of this cooperative group The 
purpose of using “Any Cleaner” was 
that any cleaner subscribing to suc ha 
code of giving his 
such direction, is on the right track 

And if vou think that code is good 


read above what direction these plants 


ethics business 


have for their advertising program 

Chere they are; the two concepts 
with which plants enter into the plan 
The se 


important words you will ever 


24 points are among the most 
read 
is business guides 

[he cooperative program is spe- 
cih lly help re mber 
plants achieve these objectives. Ob- 
viously, the 


plish this job are 


designed to 


necessary tools to accom- 
too complex and 
comprehensive for Sid Tuchman to do 
vith his left hand or for Dech Dechter 
to manage on a part-time consultant 
Therefore, last May Dech left 


basis 


a4 


his previous employer to head up the 
program full time. A separate corpo- 
ration, operated by Sid, Fred and 
Dech, handles the project. Here are 
some of the main points covered by 
the participating plants’ weekly costs: 


Newspaper advertising 


Each week, the local newspaper re- 
ceives a complete newspaper mat (us- 
ually two column by six inches, but 
some get a three-column-by-eight-inch 
Note 
that the mat goes direct to the paper 
rather than the plant. This is done to 
insure that the ad will be run, not 
lost in handling 


mat where rates are cheaper 


Special ads 


Participants can get any special 
newspaper ads they want. Copy, art- 
work and layout are provided free. 
The mats are made up by the partici- 
pant’s local paper. 


Plant image or personality 


Dech provides member plants with 
signature cuts and the format for sta- 
tionery, letterheads, etc., if wanted. 


Annual ad budget 


Yearly budgets are prepared for 
each plant. Costs are broken down for 
each medium and when to use this 
money 1s spelled out. A sample of the 
budget form is included elsewhere in 
the article. 


Route activity 


For any plants not operating routes, 
part of the service is to help get such 
operations started. Prospective sales- 
men or supervisors can come to Tuch- 
man’s at no cost to study its operation, 
methods of sales control, to participate 
in the sales meetings conducted reli- 
giously every Wednesday morning by 
Tuchman’s. 


Regular consultant service 


Each member plant is visited three 
times a year by Dech. At this time 
the progress of the program is dis- 
cussed, the budget is reviewed and 
special problems are aired. 


Premium service 


Many plants already offer some 
type of “blue ribbon” cleaning. For 
those that don’t have it, and even 
those who have some form of premium 
cleaning, participants are urged to use 
the format of “French Room Service” 
used so successfully by Tuchman. Uni- 
formity of artwork, highly stylized 
packaging enable others to obtain for 
about $50 what it cost Tuchman’s be- 
tween $4,000 and $5,000 to develop. 
The impact of uniformity will be help- 
ful to participants. 


Special services 


Through the years Tuchman’s has 
developed excellent contacts with men 
who specialize in services to dry- 
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cleaners. These include an architect 
and systems engineer for plant layout 
While the work of these men is not 
included in the retainer fee of the 
co-op, they are available to membe 
plants for expert help 


Idea a month 


This factor, and the one that fol- 
lows, have been withheld to now. Not 
that they lack importance. Far from 
it. They are so special that they re 
quire detailed explanation. 

Each month every plant receives a 
special idea to stimulate sales. These 
ire creative things dreamt up by 
Dech, ideas that really work 
Dech secured cull 


links made of brand-new pennies The 


Here's a sampk 


sets are inexpensive, running about 16 
cents a pal One link shows the head 
of the coin, the other the tail side 

The “head” link is affixed to a card 
ibout } inches wide ind 6 in« hes long 
There's a slot near the top of the card 
through which the link is held. A 
brief sales message on the card points 
out the advantages and benefits of 
Tuchman’s services 

The solicitor or salesman brings the 
card to the door of a prospect He 
tells the housewife that he represents 
Tuchman’s. Won't she please read the 
card and he will come back the next 
day and deliver the matching “tail 
link. That's the end of the interview 

The next day a return visit is mad 
to cle liver the link that completes the 
set. There is nothing at all “high 
ibout either visit. Yet, Dech 
reports, some 30 percent of the pros 


pressure 


pects give the caller some drvcleaning 
OF the 


prove to be 


remaining 70 percent, some 
regular customers, and 
there are some who are not at home 
But it’s 
in effective way to pick up three new 


when the return call is made 


customers out of ten calls, for a 16 
cent premium 

Another idea is to have the sales 
supervisor cover the trade area of 
He takes snapshots 
f different homes in each area, with 


eat h bi im h office 


in instantaneous developer camera 
The address of each home is jotted 
lown on the back 

Then, in each branch, three pi 
tures are displayed in the front win 
dow each week. If peopl passing the 
fice correctly identify their home 
they are given $5 in premiums and 
their name and address are printed 
below the picture. All displays are 
changed every week to keep up the 
interest of pede strian traffic 


Another idea of the month is the 


“Famous Person Letter.” Here is how 
this idea works. Each day some one in 
the office goes through the local paper 
and cuts out pictures of local people 
who are in the news because some- 
thing good has happened. This task is 
assigned to a specific person to make 
certain it is done every day, without 
fail. 

Che type of picture that lends itself 
to this idea is one of the man who 
was just elected president of a club 
or appointed to some civic committee 
Or it can be the woman just appointed 
chairman of the PTA or some other 
group 

Next, the picture is stapled to a 
preprinted letter which is sent to the 
person mentioned in the paper. A 
copy of such a letter is reproduced 
elsewhere in the text 

Either the person delegated to this 
assignment or the plantowner signs 
the letter and it is mailed off. It is im- 
portant to do this mailing promptly, 
or the prospect may cool off 

The idea has brought a lot of pres 
tige business to the Tuchman plant 
You can’t affront anyone by noticing 
his picture in the paper. It’s a high 
( mpliment. 

A similar idea is a special mailing 
to “The New Baby.” As birth an- 
nouncements are noted in the paper, 
the cleaner sends out a “Baby Mine” 
book. This is to be used as a perma- 
nent record for the youngster. There 
are pages to paste the birth announce- 
ment on, to record the child’s first 
word, first pictures, etc 

This is followed with another form 
letter directed to the baby. saving that 
the book by now is in the hands of the 
parents, and expressing the hope that 
the book will hold cherished mem- 
ories in the years to come 

Included with the letter is a cou- 
pon book. This has four special offers 
Two are good for 50-cent discounts on 
inyv order of drvck aning. Another 
gives a dollar discount on a _ house- 
hold order, while the other gives 50 
cents off on a shirt or laundry order 
The appeal to the parents through the 
new baby is a powerful one 

Here is still another twist to an old 
idea. It’s called a “Corned Beef Sand- 
wich Blitz.” This is how it works. 
Each Monday night (for a specific 
period of time) all route salesmen 
meet at the plant at 6:00 p.m. A 
three or four block area in one terri- 
tory is designated for the blitz. Every- 
one drives his own truck, making a 
caravan. Soliciting for business is done 
between 6:15 and 8:15 p.m. No ob- 
jections to supper hour interruptions 
have been encountered 


At the close of the blitz everyone 
returns to the plant. The salesmen are 
then treated to corned beef sand- 
wiches and beer or soft drinks. Then 
two prizes are awarded. The man who 
brought in the greatest dollar volume 
for the night gets two tickets to a ball 
game, or any other thing he might like 
valued at $5. The same prize goes to 
the man who brought in the most 
orders. 

The blitz is held every Monday 
night until all territories have had 
at least one blitz. Then, after a layoff 
of four to six weeks, the blitzes are 
started again. 


Fall grab bag promotion 


It is the philosophy of Tuchman’s 
to promote heavily during high traffic 
periods, They have two big promo- 
tions a year, of which the fall pro- 
gram is the bigger by far. This is 
their annual grab bag now available 
to members of the co-op plan. It has 
been used by Tuchman’s for several 
years with phenomenal success. 

This idea is for branch outlets, and 
here’s how it works. 

A large box is placed on display in 
each call office. For every order 
brought in, the customer is entitled 
to reach in the box and pull out a 
numbered ticket. Every ticket wins 
something. 

The prize could be a simple pot 
holder, or a set of the “penny” cuff 
links mentioned earlier. On the other 
hand, it could be a mink scarf, 30- 
cup electric coffee urn, transistor 
radio, or lady’s electric razor, to men- 
tion just a few of the more valuable 
items. 

The quantities of prizes, the ratio 
of their value are geared to each 
store’s volume. It works out that the 
average cost per prize comes to about 
39 cents, even including the mink 
piece and other valuable prizes. A lot 
of the lesser valued prizes are bought 
at various premium shows held an- 
nually. Others come from distress 
sales. Still others are purchased from 
premium-house catalogs. 

Dech works out the formula of 
prize requirements for each outlet. 
One of the member plants has only 
one outlet. For this particular one 
Dech selected 600 premiums which 
will cost that plant about $270. 

Because of the tremendous pur- 
chasing power of Tuchman’s and its 
16 member plants they are able to 
buy these premiums far below what 
they would cost individual plant- 
owners. A recent purchase of stuffed 

Continued on page 78 
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YOU SAVE—NO MATTER wHicw HUEBSCH 
DRY CLEANING TUMBLER YOU USE 


--.and your customers appreciate the quality of your finished work! 
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SAVE-O-SOLV STANDARD OPEN-END 


SOLVENT RECOVERY TUMBLER 


SAVES DOLLARS IN RECLAIMED SOLVENTS SAVES DOLLARS IN MAINTENANCE 


If you are looking for a dry cleaning tumbler that 


deodorizes fast...and, at the same time assures 
maximum recovery of solvent, your answer is Huebsch 


Save-O-So Ve 
: SAVES DOLLARS IN OPERATION 


SAVES HOURS IN SERVICING TIME! 


It takes but a few seconds to clean your Huebsch 
Save-O-Soly. There is nothing to disconnect. No 
pipes, panels or bolts need be removed! Merely tilt SAVES DOLLARS IN INITIAL COST 
the top back. The interior is completely exposed for 
quick, easy cleaning and maintenance. Available in 


42"' x 24” cylinder only. 


For complete information and specifications see you: nearest Huebsch dealer or write to Huebsch direct. 


HUEBSCH ORIGINATORS 


MILWAUKEE ‘{, WISCONSIN 


Worlds largest manufacturer of commercial tumbler-—dryers 





Promotion tie-in with 
big league award 


enlists hometown pride 





By HARRY YEATES 
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Some 35,090 fans sow presen- 
tation of clean-up award during 
Oriole game 





Lucky winner of $500 wardrobe, Mrs. Jane Miller, with (left to 
right) allied tradesman Willard Maynard, plantowner Irv Hacker- 
man and Jim Dunne of Baltimore Oriole business office 





Irv Hackerman and Willord Maynard draw name of wardrobe winner 


from raffle barrel 


FROM THE FERTILE mind of 
plantowner Irving Hackerman, of D. 
Hackerman and_ Son Pikesville, 
Maryland, has come another topnotch 
promotion that ranks in importance 
along with such other ideas as his 
savings stamp plan, his development 
of the industry slogan “Your Cleaner 
Is Your Clothes’ Best Friend,” and the 
use of colorful aprons fo! his counter 


48 


girls. All of these ideas have been 
adopted by dozens of promotion- 
minded drycleaners across the coun- 
try 

Capitalizing on local interest in 
Baltimore’s baseball team, the Orioles, 
The Drycleaners Guild of Maryland 
under Mr. Hackerman’s direction set 
up a mammoth promotion to tie in 
with the baseball 


club’s annual 


“clean-up night award” at the ball 
park. The award is made every vear 
to the player who has been the out- 
standing batsman on the team. 

Each plantowner who participated 
in the promotion gave away to the 
children of Baltimore and suburbs 
self-sticker player patches featuring 
five of the most popular players in 
the major leagues. All the kids had 
to do was stop in at any of the par- 
ticipating plants to get their player 
patches. 

For a fee of $65, each participating 
plantowner was furnished with win- 
dow banners, counter cards, bumper 
strips for cars or trucks, and pocket 
inserts telling the public that the 
plant was active in the clean-up man 
award at the ball park. Using radio 
commercials five times a day for the 
first two weeks of August plus free 
television publicity about the cam- 
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Dry. Cleaning Of. Distinction 


“The Yellow Pages helped us 
increase business 90% in 10 years!” ras co : o 











says G. W. Cease, Partner, Vogue Cleaners, Oklahoma City, Okla. 





Display ad (shown reduced) appears under 
CLEANERS. Call the Yellow Pages man at your 
Bell Telephone office to plan your program. 





“We changed from a press shop to a cleaning plant “We know our Yellow Pages ads work. Housewives— 
in ’35, and used the Yellow Pages to tell people!” especially new residents—say they find us that way.” 


$$ rere oe 








mises || “The Sanitone trade-mark in our ad pulls “Lots of people say they wouldn’t know of our shirt serv- 
Pages, “Many people who want Sanitone service.” ice if it weren’t mentioned in our Yellow Pages ad.” 
Se | 


~~" Display this emblem. It builds your business! 


OCTOBER, 1960 49 





paign the 28 participating dryclean 
ers distributed some 8,000 stickers 

In addition to the player patches 
a supply of tickets for the annual 
clean-up night game was distributed 
to customers who asked for them in 
the call offices 

This year sportscasters and sports 
Baltimore 
one of the Orioles’ key play 


writers in selected Jim 
Gentile 
ers, as the clean-up man of the year 

Irv Hackerman and the Dryclean- 
ers Guild of Maryland use this as 
a key to attract still more attention 
to drycleaning service among Oriol 
fans in the metropolitan area. To 
honor Jim Gentile the drycleaners as 
sociation presented an unusual and 
whimsical trophy during a game held 
over Labor Day weekend. (The origi 
nal award presentation was canceled 
because of a rainstorm that cut short 
some ot the ceremonies S¢ heduled on 


clean-up night at the ball game. 


é 


y 
— 


a 
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Representing the trade press, Art 
Schuelke, editor of THe NATIONAL 
CLEANER, presented the award on be- 
half of the association. 

Working in cooperation with off- 
cials of the baseball club, Mr. Hacker- 
man was instrumental in making plans 
for a tie-in with a fashion show to be 
held on the night of the clean-up 
award. The fashion show of new fall 
apparel by Hochschild- 
Kohn & Co., a local department store, 


sp ynsored 


was scheduled to be held on the 
playing field before the evening game. 
Che store provided the wardrobe with 
professional models and a local 
automobile dealer offered to drive the 
models around the playing field in 
convertibles before the start of the 
game. This portion of the promotion 
was canceled because of the down- 
p ur 

Every woman who entered the ball 
park on the night of the scheduled 





Plantowner Irv Hackerman's station wagon at 


fashion show was given an application 
blank making her eligible for a draw- 
ing of the wardrobe, worth $500. 
This was made possible through the 
cooperation of the Oriole Baseball 
Club and the Drycleaners Guild. 

At the end of the seventh inning— 
after a late start—the name of the 
lucky winner was announced over the 
public address system at the ball park. 
Irv Hackerman, on behalf of the local 
drycleaners’ association, selected the 
winning name from the barrel. To 
gain further publicity for the associ- 
ation, arrangements were made to 
have the new wardrobe cleaned for 
a full year by a member plant at no 
charge to the lucky winner. 


Other related promotions 


Other timely promotions stimulated 
interest in the clean-up campaign dur- 
ing the month of August. For in- 
stance, the department store sponsor- 
ing the fashion show featured in its 
windows the trophy to be awarded by 
the drycleaners association. Plant- 
owner Irv Hackerman spent about 
$100 to decorate his plant's station 
wagon with an oversize cutout of a 
baseball topped by a beaming figure 
of an Oriole. Everywhere Irv went 


during the month people were heard 


to shout “Hey, stick with them 
Birds!” . all attracting plenty of 
attention to the drycleaners—and the 
service they have to offer the public. 

A promotion of this type is a dra- 
matic way to emphasize that the 
cleaner is a customer's best friend. Irv 
Hackerman and other Guild members 
who worked out the details of this 
big-league promotion have assured 
themselves of a lot of publicity for a 
long time to come. Publicity will 
bring volume—and that’s what a real 
merchandising program should ac- 
complish. # # 


tracted citywide attention month before event 


Winner Jim Gentile proudly displays trophy 
Instead of a bat, figure holds a whiskbroom to 


Window display in one of Baltimore's leading department 
stores publicized event 
denote clean-up theme 
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Industry spokesman 
heads 
home economists 


Two fields with common interest 
in textiles share Dr. Lyle’s 


professional services 


OUR INDUSTRY'S own Dr. Dorothy Siegert Lyle, who 
heads up consumer relations for the National Institute of 
Drycleaning, recently assumed the presidency of the 
American Home Economics Association 

In addition to the personal satisfaction this high office 
must give Dorothy, it is an important milestone for our 
industry. It adds prestige to the NID and enhances the 
reputation of all drycleaners 

[his position is bound to influence the thinking of home 
economics teachers all over the country on the value of 
drycleaning and its importance to good health and good 
grooming. This knowledge will rub off on the hundreds 
of thousands of students who make up tomorrow's market 
for us 

Dorothy's job has another facet. As president of the 
AH EA, she must help the association attract students to 
take up the home economics profession as a career. To help 
her do this job, our sister publication, What's New in Home 
Economics, ran the accompanying article in its September 
LSE 

his is the first in a series of articles on outstanding peo- 
ple to be run by What's New to draw more people into 
the home economics field. That they selected a representa- 
tive of our industry is a signal honor, and one that can 
‘ nly he lp all dryc leaners 

In the accompanying article Dr. Lyle tells why she en- 
tered the field, what her duties with NID entail, and u hy 


she feels as she does about the home economics profession 


Why did you select home economics as a career? 


Since very early childhood, I wanted to be a teacher, so 
in high school I took the college preparatory curricu- 
lum. During these years I was active in the 4-H Club. I 
also took a course in home economics in high school. These 
three forces influenced me in selecting home economics 
as my major in college 

I came out of college in 1932, the big depression year, 
when you couldn't buy a job. So I borrowed money to go 
back to school to work on my Master’s. I attribute my di- 
rection and guidance into a career of textile research to Dr. 
Marion Griffith Stead, who in 1933 was on the Ohio State 
University faculty. She was my inspiration and a person 
to whom I owe much for her help, understanding, and 
faith in me as a student and friend 

After teaching two years, I married a newspaper man. 


The experience I gained in publishing a small-town news- 
paper has been most helpful over the years. I did every- 
thing from running a job press, setting type by hand, to 
soliciting advertising and writing a woman’s column. Then, 
after four years of marriage and a baby daughter, I found 
it necessary to reenter the teaching profession. 

During my teaching experience at Harriet Whitney 
Vocational High School, I taught evening classes on tex- 
tiles in the Distributive Educational Program. It was at this 
time, too, that Mr. Cannan of the Cannan Company asked 
me to come over to the plant one evening after school and 
on Saturday morning to help them with their fabric prob- 
lems and to develop advertising copy and consumer edu- 
cational materials. This experience introduced me to a 
working relationship with the Retail Merchants Associa- 
tion and the Better Business Bureau. 

It was Mr. Cannan’s suggestion that I visit the Ellen 
H. Richards Institute at the Pennsylvania State College 
to see if I could get help in solving some of the problems 
we had at the Cannan Company. So Mr. Cannan was the 
second individual who helped me shape my career. 

After a visit to the Pennsylvania State College Campus, 
I knew I wanted to go back to school and major in textile 
research. After spending a summer in school, I started to 
investigate the possibilities for a fellowship, since I had 
financial responsibilities and no available funds for school- 
ing. I was very fortunate when Dr. Pauline Beery Mack 
offered me the opportunity to be senior fellow of the 
American Viscose Fellowship. To both Dr. Mack and the 
American Viscose Corporation, I owe deep gratitude. 

Upon completion of my doctorate, I took the position 
of assistant professor in textiles and clothing, School of 
Home Economics at Ohio State University. In addition to 
teaching advanced textiles, I worked with the Ohio State 
Drycleaners Association, which set up a research program 
for its members in the School of Home Economics. We is- 
sued monthly bulletins on fabric and garment performance 
in use and care. 

After two years, I was asked to come to the National 
Institute of Drycleaning and start a new department, the 
Department of Consumer Relations. I have been with the 
Institute for the past 12 years. 


Continued on page 78 


NATIONAL CLEANER 





THE NEW 
DIMENSION 


in drycleaning 


COIN-OPERATED 


conceived and 
franchised 








exclusively by 


PERMAC 


Produces 
More Income 
Per Dollar 
Invested 


AMERICAN PERMAC 
1569 MERRICK ROAD 
MERRICK, L.|., NEW YORK 


FOR FULL INFORMATION ON KLEANERETTE 
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MAIL THIS COUPON TODAY 
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SERVICE. 


iS ADCO’S 
BUSINESS! 
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Luetzow Portable —_ 


Humidity Indicator 
for Checking 
Conductivity Instruments 


Each of Adco's 65 Sales Representatives is a 
trained Drycleaning Technician with a back- 
ground of plant management, and more 
often than not, an Institute graduate and 
former plant owner. It is the job of these 65 
men to service all Adco accounts—not just 
to sell Adco products. 


It is their job to offer their services to you in 
all matters pertaining to the heart of your 
business—the cleaning room. 


; 


do, INC., SEDALIA, MO., Manufacturing Chemists Since 1908 


Concentration 
Testing Kit 


Portable Still 
for Double Checking” 


YOUR Solvent Condition 


It is their job to be sure that your solvent is 
maintained in the proper condition to assure 
maximum benefits from the use of Adco 
products. A RECORD IS MADE OF EACH 
SERVICE CALL AND A COPY LEFT WITH 
THE SUPERINTENDENT AND THE OWNER 
SO THAT AT ALL TIMES YOU KNOW THE 
FACTS PERTAINING TO YOUR CLEANING 
ROOM EFFICIENCY. 











ADCO’S 


MODERN METHOD OF CLEANING 
“FEATURES” 


CLEAN SOLVENT: CLEAN DETERGENT: CLEAN MOISTURE 


WITHOUT 


DETERGENT LOSS OR DISTILLATION! 


How This Is Accomplished 


Adco's detergents, XXX Dri-Sheen for Petro- 
leum Solvent Plants and Perk-Sheen for 
Perchlorethylene Plants are both completely 
soluble in your solvent. This means they are 
not removed by use of “‘Klean,"’ Super 
Activated, Vegetable type Carbon. 


What This Means To You 


By keeping your solvent in sweet, pure, fresh 
condition from load to load, means you get 
full use of your detergent—immediate re- 
moval of all impurities in your filter by 
“Klean."’ Being a vegetable type carbon, 
Klean" removes not only color from your 
solvent but also removes the fatty acids and 
non-volatiles that are so harmful and create 
odors, swales and redeposition. 
Remember... 

Adco’s ‘'Klean,”’ Super Activated, Vegetable 
type Carbon is the only carbon which is able 
to remove all harmful impurities — color, 
fatty acids and non-volatiles from your sol- 
vent! Old type mineral carbons remove only 
color, therefore, sweetener powders and dis- 


tillation are a necessity and at great increase 
in operating cost! Even when a plant distills 
periodically, experience shows that either 
sweetener powders are used between distil- 
lations or you have a build up of impurities 
that hamper cleaning efficiency. Distillation 
removes detergent, so most cleaners prolong 
periods between distillations. This means 
poorer cleaning for days before distillation. 
The use of Adco's Soluble Detergents, plus 
continuous solvent care thru the removal of 
impurities in the filter by the use of *Klean,"’ 
assures uniform quality each load and at a 
cost of, in many cases, 25% less. 


Adco wishes to prove to you in your plant 
and on a guaranteed basis that the above is 
true and practical. You pay for nothing until 
you are completely satisfied. 


One of Adco's65 trained Drycleaning Tech- 
nicians will install our method in your plant, 
no loss of time or radical change in proce- 
dures. No additional equipment necessary. 
Works with all Conductivity or Humidity 
Controls. 


Adco’s method keeps solvent sweet and pure at all times. Enables 
you to use Adco Size in the wheel— cuts finishing time 15%! 
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CONDENSATE . 
OUTLET STEEL SHELL IRON 


STEEL TUBE SHEET 
Fig. 1. Typical indirect hot water heater 


employs a close-packed bundle of tubes to 
carry water into and out of a steam-filled 


If you plan tn 


to launder shirts 


4 te agruan 
Here are tips | segment (ty 
VeiT€@ SveMEReEO 


EATER wilh ®E MOV 48. 
MEAO PLATE . BRONZE FLO-CONTROL™ 


5 : OR CHECK VALVE fi - Fig. 2. Least expensive—the 
on your — —, i into 





coil is placed directly 
the water chamber of the 
boiler itself, In steam boilers, 


JA the heating coils should be in- 


water supply ve Z ceonce COW SaTER stalled below the water line 
Sam 


needs MOT WATER OF STEAM BOILER 





By JOSEPH C. McCABE 


THE DRYCLEANING plant operator 

who wants to go into a shirt launder- 

ing service has to face up to ways and 

neans ot supplving enough hot water 

it a regulated temperature This 

idded service and the equipment it 

requires tend to work against one of 

the most appealing features of th 

drycleaning business — its compact 

plat layout and its modern, stream 

directed flow of work. Yet ther 

lenying the strong market ap 

| of shirt service. What, then, are 
leaner’s choices? 

basic business of the compl te 

rcial laundry involves ample 

lies of hot water to guard against 

ind intermittent batch de 

Its hot water decision then 

me of employing a full-scale 

hot water heater of ample siz 

inv demand, or installing a 

ombining an indirect water 

it of limited capacity aided 


sely controlled production 


| S 


t prevent heavy demanc 
usual drvcleaning plant's hot 
’ 


needs. on the other hand sug- 


i balance ing of two princip ul sup Zs 

sources the indirect water heat 
5 

unit of Figs. 1 and 2, or the Fig. 3. Recently developed direct-fired storage hot water heater adds a tube bank to carry heat 

separate ly fired hot water unit of Fig from furnace chamber to storage area 
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A. Goodman & Co. also recommend to all 
their customers United Return Systems for dura- 
bility, top operating performance, easy in- 
Stallation and service. United Return Systems 
are manufactured to service boilers operating 
on 1/3 H. P. up to 100 H. P. Ask your United 
dealer for all the facts. 


Write for free 
pamphlet. “Solve 
Your Valve 
Problems 

with UNITED 


Robert L. Goodman says: 


A. GOODMAN & CO., CHICAGO, ILL. 


“Specify UNITED- 


your one dependable source 


for replacement parts!” 


What reasons prompt a reputable jobber to endorse a 
product? Customer acclaim among others—and the fact 
that UNITED supplies 95% of all valves sold by A. Good- 
man & Co. is proof that thousands of plant operators in the 
Chicago area rely on UNITED Valves as replacement parts. 


They want the assurance of fast, dependable service when 
replacement parts are needed. Because prompt repair and 
longer than average periods of trouble-free operation 
reduce equipment downtime — actually aid in increasing 
profits by insuring fast, quality laundry and drycleaning 
service to their customers. 


If you are customer minded, make UNITED your one 
dependable source for replacement parts. UNITED Valves, 
parts and fittings are used by leading manufacturers as 
component parts on original equipment. Write us, or call 
your nearest UNITED dealer for complete information. 


UNITED BRASS WORKS, INC. 


Department 


Randleman, North Carolina 


“SO YEARS OF SERVICE TO THE LAUNDRY AND ORYCLEANING INDUSTRIES” 


OCTOBER, 








3. This last illustration is a rather spe- 
cial design about which we will speak 
later 

The indirect water heating method 
has many significant advantages: 

1. Hot water can be taken the year 
round from the same boiler that pro- 


vides steam for your equipment 

2. Usually the initial cost runs less 
than for any other method. Moreover. 
its steam supply comes trom a rela- 
tively efficient performer, the heating 
boiler 

3 No 


needed for fuel, chimney or electrical 


special connections are 
equipment 

+. Low maintenance from water 
scale and other impurities because 
there is a relatively small temperature 
spread between that of the incoming 
steam and that of the average watet 
in the coils 

The directly fired water heater also 
boasts its advantage s 

|. Hot water needs are completely 
divorced from the heating 
plant. Therefore the steam boiler can 


steam 


be shut down and needed mainte 
nance or repairs Can be performed 
without disrupting production. 

2. The design of the heater (Fig 
3) embodies storage space and this 
space gives a flexibility to scheduling 
operation within the plant 

3. As provided, the units come as 
sembled for ready installation, placed 
ym skids, and need but four connec- 
tions — fuel, chimney, water, ele 
tricity 

1. The 


gives relative freedom from one of the 


unique design of Fig. 3 


majo riticisms—boiler water scaling 
by using a transfer fluid concen 
trated through the coils lving within 


the firebox 


Local problems 


Bevond these more ue neral com 
parisons lie the special problems your 
plant or your location impose, For ex 
imple, in many drycleaning plants 
there is not the physical possibility of 


putting in an idditional special chim 


ney for a separately fired unit and 
many municipalities do not permit 
multiple use of a single chimney. The 
best and certainly the simplest way 
f checking this point is to apply to 

ur local municipal building for any 
ides on the use of furnaces or sep 
irately fired heaters 

When vou get beyond the local 
code problems, your own plant work 
chedule comes into prominence With 
the separately fired storage hot water 
heater you obviously pick a unit with 


igh storage reserve to see you 
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BOILER WATER BOOSTER 
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BRONTE COLO WATER 
miGe PRESSURE mer 
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Fig. 4. This hookup is recommended for installations having heavy periodic rates of 
draw which are in excess of the available boiler capacity. On a draw, cold water 
does not enter directly into the tank but first into the heater. The tank capacity 
should be equal to the difference between the peak demand and the average maxi- 
mum demand that is produced by the heater. The bronze recirculating pump can be 
used to circulate both the building returns and the storage tank 





through most of your operating 
swings. With the indirect heater your 
solutions can be many, and you can 
possibly save some investment money 
by close planning. 

If you'll look at Fig. 2 you see per- 
haps the least expensive arrangement 
you could devise. In this the hot water 
coils are placed directly inside the 
boiler and below the water line. This 
arrangement also gets the most direct 
benefit from the heating boiler with 
the least fuel cost since there is an 
almost direct heat transfer. 

Fig. 4 is a second arrangement of 
an instantaneous hot water heater. 
You will notice the addition of a 
back-up storage tank which obviously 
affords some leeway plant 
load swings. This arrangement can be 


against 


varied to almost any proportions of 
stored to instantaneous hot water but 
at an obvious cost increase 


Operating consideration 


The usual separately fired hot water 
heater does not raise the pressure of 
the water within the storage tank to 
an extent where operator licensing be- 
comes a problem. You will find, how- 
ever, the addition of still another 
fired piece of equipment over and 
above your boiler should make you 
anxious to have someone in your 
plant with more than a_ passing 
knowledge of what is going on in 
these fuel-burning units 

The bugaboo of water conditioning 
is a part of your hot water supply 
considerations. As we mentioned 
earlier, Fig. 3 is advertised as a scale- 
free hot water heater by its manufac- 
turer. This claim is a highly interest- 


ing one since the usual separately 
fired hot water heater tended to suf- 
fer from boiler scale headaches. For 
years the practice has been to sur- 
round the furnace area—that is, the 
place where the fuel is burned— 
with a tank of water. The sections of 
the water tank that formed the fur- 
nace wall would get very hot. The 
water coming up against it would 
actually go to steam, and any chem- 
icals or scales contained within the 
water would drop out fast to coat 
over the metal, cut down heat trans- 
fer and in severe cases actually de- 
velop blisters. 

The unit of Fig. 3 gets around this 
difficulty in this way. The upper sec- 
tion of tubes, as the wash drawing, 
Fig. 3, shows, lies within the furnace 
section. The gas burner throat ap- 
pears at the back end of the photo at 
this tube level. The hot combustion 
gases in this photo move forward and 
sweep over the tube surface in their 
path to the chimney exit. 

This tube bundle within the fur- 
nace chamber is filled with water and 
the water is kept moving by a cir- 
culating pump mounted on the out- 
side of the heater. This pump con- 
nects the fire-exposed tube bundle in 
the top with the water-surrounded 
tube bundle placed in the lower sec- 
tion of the tank. Here the hot pumped 
fluid gives up its heat to the surround- 
ing water serving as the plant hot 
water supply. 

This system, in which the major 
heat transter is effected by the 
pumped water within the tubes, gives 
an average tank water temperature 
close to the desired level and not 
likely to produce heavy scaling. # # 
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—you get ALL THREE when you use 
DEODORIZED APCO Drycleaning Solvents! 


In the space-age Sixties, drycleaners must 

please consumers demanding new heights of 
quality and service. Garments must be returned 
completely clean and fresh—looking their brightest 
and feeling soft and new. Speedy 4-hour or 

1-hour service will be a must. Greater efficiency 
and economy in the plant will be vital. 


All these aims are realized when you use 
DEODORIZED APCO 125 or DEODORIZED 
APCO 140. Besides having the inherently superior 
cleaning quality of petroleum solvents, 
DEODORIZED APCO Solvents have substantially 
all impurities removed by an exclusive, patented 
depolarization process. This results in a complete 
absence of residual odor, sharply reduced tumbling 
time and temperatures, fewer wrinkles and 
faster, easier finishing. Throughput goes UP... 
labor-volume ratio goes DOWN. 


For the whole story on DEODORIZED APCO 
Solvents for success-minded drycleaners, 

get together with your APCO Solvents man. 
If you’re not already acquainted, we'll 

be glad to send you his name on request. 
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Promotion and 


quality prove 


unbeatable 


combination 


Consistent advertising 


builds volume 
when you deliver 


what you promise 


By ART SCHUELKE 


Distinctive figure in sign is the symbol of image creator for this plant 


BUILD A BETTER mousetrap is only 
part of the answer for a successful 
business. Another factor is to let cus- 
tomers and prospects know that you 
produce quality work. That's the way 
Joe Cahanna of Cahanna Cleaners in 
Closter, New Jersey, feels about it 
Ever since he opened his present 
plant some eight vears ago, Joe has 
concentrated on giving his customers 
top quality work. He has made sure of 


it by personally inspecting every single 
garment that is processed—and still 
does. He has deliberately confined his 
business to drycleaning. He feels that 
diversification to sideline services 
would water down his ability to give 
each order his personal inspection. 
The only “sidelines” he offers are 
household cleaning, water repellency, 
and services of that nature that pertain 
directly to drycleaning. An indication 


Plantowner Joe Cohanna knows his business and can fill in on any job to keep work on schedule 
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WATER REPELLENT | PROCESS 
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TEST? ee Pee 
we . All raincote tw a N A M E 


3-color Window Streamers Self-adhering Badges 
(2234” x 25%.) a Catching 
ts for : 

Raincote S.C., the solvent clear water anos I've got my 
repellent with 100% spray rating does __ Direct Mail Raincote 
not leave fabrics stiff. Features a built 
in neutralizer and leaves treated gar- 
ments brighter. Raincote wet side water 


repellent also available. 
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Contact your local jobber or write us for com- 
plete Rakacts technical and merchandising kit. 


Signal CHEMICAL MFG. CO. 


5020 RICHMOND ROAD «+ BEDFORD, OHIO 


STORE NAME 





of the acce ptance of his services is the 
fact that some 30 percent of his vol- 
Lilt Im season Comes trom household 
work 

And ever since he opened for busi- 
ness, he has advertised heavily and 
consistently. It has paid off to the ex- 
tent that his 18-by-100-foot plant is 
In addition to the 
tangible evidence that quality and ad- 
vertising pay off, Joe had this interest- 


loaded to capacity 


ing comment to make: “Advertising 
puts you ona higher level = 

Che prestige factor cannot be over- 
looked Anyone who keeps his name in 
the public eye is bound to be recog- 
nized as a craftsman, willing to back 
up his claims with the kind of work 
that measures up to the advertising 
Copy 

How does he advertise? In many 
ways. Some are accepted good pra 
tices; others are his own spec ial ideas 
Joe Cahanna spends about $4,000 a 
year on promotion. The foundation is 
newspaper space. His ads appeal 52 
weeks a year in two local weekly news- 
papers 

His ads generally are fairly small 
but they are always there Joe agrees 
all the way with our frequent reminder 
that “Advertising is like riding a bi- 
cycl if you don't keep peddling 
you ll fall off.” 

Then, too every suit that leaves the 
pl int has a button tag attached, doing 
1 selling job. Cahanna Cleaners also 
sponsors two Little League baseball 
teams. It cost the firm about $400 to 


outfit the teams originally and since 


demonstrates his water-repellency unit 
has trebled his volume in this lucrative 


ne 


then it spends about $75 a year to 
maintain the equipment 

The plant also sponsors a bowling 
team for some $40 a year. The fact 
that the Cahanna team won a trophy 
this past season gave the company 
added publicity. 

The trade area served by the plant 
involves some seven towns. The ma- 
jority of the people are in the upper- 
half income group. 

One of the interests of these people 
is horse shows. Several are held 
throughout the year in the 
Cahanna Cleaners donates trophies for 


area. 


these shows for various classes. 

[he contributions toward 
prestige events pay off in announce- 
ments to the crowds attending the 
shows, plus mention in the programs 
passed out to the audience. The kind 
of people who attend and participate 
in these shows make up a particular 
market potential. 

One of the most effective public 
relations efforts practiced by this plant 
involves church groups plus auxiliary 
organizations of the local hospital. All 
through the fall, winter and spring 
months, the plant donates space in the 
call office for cake sales. 

These are weekly events. The only 
cost to the plant is the few square feet 
of floor space occupied by the mem- 
bers of the organization and the dis- 
play of their cakes, Of course, the 
church makes mention of the sale and 
the location Cleaners ) 
during the Sunday services. Many of 
the women who come to buy naturally 
also bring drycleaning to the plant. 

Joe figures that one organization 
collected about $8,000 on cake sales 


these 


Cahanna’s 


— 
'NESDAYS 


This is one of two automatic conveyors, stor- 
ing a total of 4,000 garments to speed cus- 
tomer service 


at this plant over the past eight years. 
The tie-in with this publicity certainly 
didn’t hurt this cleaner. 

Joe Cahanna makes it a practice not 
to operate in an ivory tower. He at- 
tends the national exhibit shows when- 
ever they are held in the Eastern part 
of the country. He is a charter member 
of the Drycleaning Guild of New 
Jersey, now a part of the Neighbor- 
hood Cleaners Associations of New 
York. 

He also is an avid reader of this 
magazine, to help keep him posted on 
industry developments and _ trends. 
Here is a case in point. For some time 
he accepted water-repellent work, al- 
though he never advertised the service. 
He was averaging some 10 or 15 
pieces a week. The customers had to 
ask for it. He wasn’t pushing water 
repellency because he wasn’t properly 
set up for it. It involved hand-dipping 
in a drum, extra action in his cleaning 
machine, and was generally time-con- 
suming. 

He then read about a unit that could 
handle this process and take care of 
either sizing or water repellency as the 
garment required. On the strength of 
what he read, he bought a unit and 
began to merchandise this lucrative 
sideline. As a result, at the time of this 
writing—just a few months after in- 
stallation—he has more than trebled 
his volume of water-repellency work. 

Joe uses one of the latest type syn- 
thetic machines, the fourth in his busi- 
ness career as a plantowner. He also 
has a vapor adsorber and muck cooker 

Continued on page &4 


This is the granddaddy of inclined con- 
veyors in New Jersey, according to Joe 
Cahanna . 
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You don't have a complete plant 
without a storage vault 


What used to be a sideline has become a 
standard part of the drycleaning business 
—and a highly profitable one. Successful 
cleaners all over the country have proved 
that a good storage vault brings a higher 
return for each dollar invested than any 
other new equipment you can buy. 

Storage brings in profits three ways: 

1. Through storage fees themselves 

2. Through cleaning of stored garments 

3. Through increased year-round busi- 
ness from new storage customers who keep 
coming back. 


Many cleaners say they more than pay 
for the vault equipment the first year. 


And the best equipment is the cheapest 
in the long run. Haertel Vaultmaster 
packaged units give long years of economi- 
cal and trouble-free service. They provide 
all the necessary controls automatically: 
humidity, temperature, fumigation and 
ventilation. Haertel engineers will help 
you design an efficient vault. 


Learn how you can join the money- 
making Haertel parade. Mail the coupon 
or call us today. 


WALTER HAERTEL COMPANY 


WALTER HAERTEL CO., 2840 Fourth Ave. S., Minneapolis 8, Minn. 
Please send me your free brochure in which cleaners and launderers 
using Haertel vault equipment tell how it pays off for them. 


Please have a Haertel man call to look over my plant and answer my 
specific questions. 





FIRM NAME 


ADDRESS 


l 
! 
! 
: 
FOR YOUR GARMENTS 
| 
! 
! 
| 





CITY STATE 


2b4 F rth Ave. South 
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Motorists have option of call-office parking or drive-through service. Two windows at right take care of latter 


New plant features drive-through facilities 


No overhead service lines in this plant 


piping 


5 


carried 


in a floor trench 


All 


Customer convenience is the 
watchword of this cleaner 


By LOU BELLEW 


WHAT IS BELIEVED to be the first 
drive-through plant in San Diego, Cali- 
fornia, opened in February of this 
year. The new plant, Mathews Clean- 
ers, is owned by Mr. and Mrs. Ernest 
Mathews, who operated a plant in Los 
Angeles from 1943 to 1958. 

rheir new plant has drive-in facili- 
ties at the front for 


want to transact their business at the 


customers who 


; along 
one side of the plant enables cus- 
tomers to be served without leaving 
their cars 


call-office counter. A driveway 


There are two service win- 
dows along the drive for this purpose. 
Cars leave the premises by way of an 
alley at the rear of the property. 
Louvered lavishly 
along almost the entire length of the 
building extend from a point about 3 
feet above ground to ceiling height. 
The windows give motorists a com- 
plete view of the brilliantly lit interior. 
Drive-through 


windows used 


also get 
an excellent view of three automatic 


customers 


garment conveyors which can handle 
L.O8SO garments, 
Mathews 


according to Mr. 


One of the construction features is 
that the building, 30 by 90 feet, is 
unmarred by supporting posts for the 
ceiling. There is no clutter here. Even 
the service lines to the equipment 
are out of view. They are placed in a 
floor trench, large enough to take care 
of steam, vacuum, air and steam re- 
turn lines. 

Interior walls are of light green col- 
ored plaster, the ceiling is an off-white 
sound deadening material. Machinery 
and equipment pieces are all painted 
a darker shade of green, the same as 
the supporting framework for the 
slickrail installation. 

The exterior of the building is paint- 
ed a color known as Desert Sand. The 
large illuminated sign at the front of 
the property is a nighttime standout 
in the area. The plant is located in the 
city’s biggest outlying business dis- 
trict, the North Park area. 

The building, said to cost $70,000, 
was designed to give top service to 
the customers in the shortest possible 
time, yet with a minimum of effort on 
the part of employees. 

For example, the marking depart- 
ment is located between the two drive- 
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SOLVENT STAIN 


dulls bright colors 


STOP IT. with Premium Darco 


A “‘cleaned”’ jacket looks dull compared to the 
slacks that stayed home . . . when bleeding dyes 
and soil build up in your bath. That’s Solvent 
Stain. It can lose you customers. 


It’s so easy to stop Solvent Stain. Just use 
Premium Dakco regularly . . . the activated 
carbon that’s preferred by quality-conscious 
cleaners. Use enough . . . one-half bag every day 
for every 1000 gallons of filter capacity. Order 
from your distributor today. 


TRY THE DARCO WHITENESS TEST 
Run one half of a clean white cotton handker- 
chief through your washer. Dry and press it. 
If it looks gray compared to the “‘non-cleaned”’ 
half—That’s Solvent Stain! The cure is DaRco. 


Made by ATLAS POWDER COMPANY 
Wilmington 99, Delaware 


OCTOBER, 65 





Room at rear of plant, just 10 by 12 feet 


houses all power equipment. Good 


drains make it possible to hose down floor frequently 


Marking department is located between drive-through 


windows to save steps and speed service 


Service windows Marking 
ne in between waiting on 


The convevor storage rac ks 
right behind this department to 
toc 
vered windows mentioned 
nstalled for another 


rea 


son besides affording the customers a 
good view. They help the plant take 
advantage of the prevailing winds fon 
efficient cooling of the interior 

Xoll-up awnings under the edge of 
the roof overhang alongside of the 
building keep the sun from shining 


a or) 
ral 


«©, 


through the bottom of the louver win- 
dows, which are on the south side 
This adds to employee comfort, too 
Thanks to sound planning, both for 
plant personnel and customer conveni- 
ence, the Mathews are enjoying 


an 
ever-growing volume 


L 


i eee 
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r} 
My 
} 
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Three conveyors have controls at either end so girls can service counter trade or customers at service windows 
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American’s 
new 
dry cleaning presses 
are 
unusually... 


FAST SIMPLE! 


(DOING MORE WORK IN LESS TIME CAN ONLY (FEWER PARTS MEAN EASY MAINTENANCE, LESS DOWNTIME. . . 
MEAN ... BIGGER PROFITS FOR YOU!) GUARANTEE YOU MAXIMUM PRODUCTION, MAXIMUM PROFITS!) 


HASY-TO-USE! 


(HAPPY, ALWAYS-FRESH OPERATORS DO MORE WORK, MAKE MORE MONEY... FOR THEMSELVES AND FOR YOU!) 















































act now! choose 


ne CONC ORDar PRESS Or THE REVERE FOOT PRESS 


Whether you prefer air or 
foot-operated presses, 
you'll find speed, 
convenience and 
simplicity in 

both of these 
revolutionary new 
American models. 

Call your nearby 
American distributor 

for immediate action, 

or mail the coupon 

for complete information. 


¢ American Cleaners Equipment Company ACE-14N 
Division of The American Laundry Machinery Company 
Cincinnati 12, Ohio 


Send complete information on 
DC the Concord air press () the Revere foot press 


leal-jgler-lel — = 


OCTOBER 1960 


You get more from 








Mechanization and systems 
boost profits in the small plant 


Chapter V. Maintenance of 


finishing equipment and 


step-saving layout of units 


By LAURA HERRMANN PORTERFIELD 


EVEN THE LATEST, most efficient 
mechanized equipment cannot assure 
mooth production in all departments 
f its maintenance is neglected An 
utomatic scheduling 
pecially 

Ther 
the regular one breaks down. A larg 


ot repairs 1s es 
important in a small plant 
is no other machine to use if 
nt usually has enough equipment 
that an operator can go to anothet 
if some mechanical failure occurs 
his or her own. Since this is not 
case in a small plant it is doubh 
ortant to keep equipment in good 
so that ce 
rments 1s not interrupt l or de 

d 


mple tion of custom 


Along this same line is the matter 
f padding ind covers on finishing 
equipment. Usually the man in the 
pla it takes care 
sees that the filter, et 
l regular schedule as recommend 


But then the 


r room may have badly soiled 


of the cleaning and 


Is ¢ le aned 


| by the manufacturer 

vers on presses, burned-out padding 
holes in the covers and the flap heads 
on the pufters 

It is possible to replace the flap 
heads and it is very important, both 
for quality of the finished garment 
ind the production of th 
When the flap-head fabric 
veak the operator cannot give the 


rarment the proper finish, and she wil 


operato! 


become Ss 


resort to her hand iron. This 
will greatly cut down on her 
ion rate 

plants that 
have puff irons with the 
lap heads, which is fine if 
kept in good repair But then 


ut that hand pad the 


many 


operato! 
ut the inish on. the 


in the outside cover in addition to not 
being steam-proof 

These pads are often made of left- 
over seraps of padding, which is all 
right if they are made properly. Some 
protection and _ stiffening, such as 
cardboard or lightweight fiberboard, 


should be 


p idding, to 


placed inside with the 


protect the operator's 
hand and give a smooth finish with- 
out wrinkles in the pad The cover 
should be made of a slick fabric like 
nvlon so that the pad will slide easily 


finished. And 


when it is worn out and gets a hole 


over any fabric to be 


in it, this cover should be removed— 
not just covered over with a new one 
—as there has been a stiffening of 
this fabric and wrinkles have been put 
into it which can make an impression 
through the new cover and onto the 
garment being finished, 

Recently we were in a small plant 
located in one of the older shopping 
centers of its city, but in a very good 
residential area. The owner has other 
plants in the city and has often won- 
dered why this particular one doesn’t 
do mere business. We don’t wonder! 
In full view of every customer who 
comes into the plant there is an old 
silk unit consisting of four puff irons 
and what was once a good hot-head 
offset press 

In this unit the flap-head covers on 
the puff irons are torn and burned 
out. The offset press has had the hot- 
head removed and the two metal 
arms to which the head had been fas- 
tened are sticking up over the buck. 
The operator uses this buck as an iron- 
ing board, and it is very poorly pad- 
ded. The padding sticks out in places 
from under the cover, which often is 
burned and dirty for days and weeks 
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FIGURE 2 
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according to the finisher to whom we 
spoke. She is thoroughly ashamed of 
the unit but. ... The cord and 
steam hose of the iron are tied up 
with string to a spring fastened to 
the wall. 

We like plants that are open for 
the public to see the operation, but not 
when equipment is falling apart. We 
feel sure that any fastidious housewife 
who comes into that plant and sees a 
girl finishing clothes on that equip- 
ment will not return but go to a place 
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YOUR RI 


PROTECT 


SPUTATION FOR QUALITY 


WITH THE 


FINEST CLEANING EQUIPMENT 


MANITOWOC ENGINEERING CORP. 


A 


subs 


PETROLEUM SYSTEMS 


jiary of The Manitowoc Company, Inc.) 


MANITOWOC, WISCONSIN 


FINISHING EQUIPMENT 


The reputation of being a ‘‘quality’’ dry cleaner is an 
insurance policy for your future success. Your own care- 
ful attention to details, plus quality equipment can spell 
the difference between the finest cleaning possible or just 
ordinary results. 


Neither words nor pictures can capture the eye-appealing 
look of quality cleaning you get with the incomparable 
Manitowoc equipment. Following are some of the Mani- 
towoc benefits that give you the ‘‘Fashion Award”’ cleaning 
you need to build your reputation for quality. 


“NO-SURGE-OVER" STILLS* eliminate surging-over and 
foaming-over of contaminated solvent during distillation. It's 
impossible for contaminated solvent to return to the system. 


PERMANENT SEPARATION OF SOAP AND RINSE SOL- 
VENTS in 2-bath machines with sensational Diverti-Flo solvent 
control. You will never have solvent intermix with Diverti-Flo— 


and only Manitowoc has it! 


A CONSTANT FLOW OF CLEAN SOLVENT from the finest 
tubular filters made, assures the freshness of true quality 
cleaning. The most expensive monel metal tubes are used; to 
provide a greatly increased filtering area and eliminate pres- 


sure build-up 


SOFT, ODORLESS, BEAUTIFULLY DRIED GARMENTS are 
yours with every load you put through Manitowoc “Fluff-Aire”’ 


per speed recovery tumblers. And you get the highest sol- 


a lower air temperature. For more efficient 

ed prime surface copper coils in the con- 

xe feature — and the absence of fins prevent 
f lint 


» the lasting look of quality cleaning you 
because there's nothing finer than 
oupon now, or call your jobber for 





that keeps its equipment in good re- 
pair. A little care of this unit as time 
went along would have prevented this 
eyesore. 

We mentioned a new unit to the 
owner but he said he didn’t have 
enough business to pay for it. We 
tried to show him how this would in- 
crease his business by giving a better 
finishing job, but he didn’t think it 
was the equipment—just the operator. 
This is a plant that has wonderful 
possibilities—everything is in its favor 
except the attitude of the owner. 

We talked to waitresses in a cafe, 
to salesclerks in a lovely dress shop, 
to clerks in a drugstore in the same 
shopping area as this plant. None of 
them took their cleaning to this plant 
any more, They all had very specific 
reasons, but the waitresses said that 
if their cafe kept its equipment in as 
poor a condition as this plant they 
wouldn't have customers, either. 


Saving steps 


While we are in the finishing de- 
partment, let us give some thought 
to the general wasting of steps by 
operators, and the waste of space by 
all concerned. 

We all become very automatic in 
our steps. Surely many of us get up, 
automatically, in the morning, go to 
the bathroom and wash our face, brush 
our teeth, still only half awake. A 
person putting on his clothes will al- 
ways put on either the left or right 
sock first. Sometimes when we are 
concentrating on something important, 
we don’t even realize we have put 
them on. 

So, if the finisher gets into the habit 
of taking a certain number of steps 
between presses or other equipment, 
she often does it without realizing 
what extra exertion she uses in finish- 
ing a garment. The manufacturers of 
equipment have the operators in mind 
continually, and when they have a 
recommended layout for a unit, you 
may be sure it has been done to give 
the best production—meaning the 
smallest number of operator steps. 

Let us look at a few different types 
of units in both the wool and silk 
finishing departments. These various 
units were installed by plantowners 
on their own, and they have very defi- 
nite reasons for the arrangements 
they have made of their equipment. 

In Fig. 1, the plantowner has put 
the two-table set of puff irons at a 
right angle to the offset press. This 
tvpe of unit descends from the days 
when we used to have two girls work- 
ing from one set of puff irons and 
there was a press or ironing board at 
each end of the puff set. Time studies 
by many engineers have shown that 


there was so much waste of both steps 
and time that one girl had to wait for 
another to get finished with a piece 
of equipment. While waiting, the girls 
usually took the time to visit with one 
another. Either a slow and poor job of 
finishing was done or the operator 
using the equipment completely 
stopped working. 

This is what we call a stretched- 
out unit. All the plantowner would 
have to do to save many steps would 
be to turn the puff table with the 
sleever on it to a right angle with 
the other table and parallel with the 
offset. The minute this unit was so 
rearranged, he would find an increase 
of several garments per hour, and the 
finisher would find that her walking 
days were almost over. 


Full use of equipment 


We find that some plantowners ar- 
range a silk unit so that if they should 
get too many garments for the silk 
finisher to finish in one day, they 
could have someone else come into 
the unit to help her. It would be much 
better for the extra help to use an 
extra press which might be put in the 
finishing room and could then be used 
for wool or silk finishing at any time. 


®@ Holds a high vacuum 
® Does not heat solvent 
® Quiet operation 


Why waste an efficient operation for 
the sake of a few days or hours that 
it might not work? The percentage of 
cost is so great that the unit should 
be set for the greatest period of time 
it is being used. 

In Fig. 2 we have what most peo- 
ple call the “through” or open unit. 
With this the unfinished garments 
come in one end of the unit and are 
sent on, after finishing, on the same 
line to the inspection department. 
Here again, the operator takes many 
more steps in a day than she would in 
a U-shape unit (see Fig. 3). If the 
workflow comes and goes in the units 
as indicated in Fig. 2, after the opera- 
tor hangs the finished garment on the 
line she must take a step back to get 
her next garment. It cannot be hang- 
ing inside the unit as it will be in her 
way as she is finishing on the offset. 
We want to try to eliminate any 
walking to get garments that we pos- 
sibly can, to decrease the cost of fin- 
ishing. 

If you are in doubt as to the best 
way to rearrange your equipment 
there are many good engineers as well 
as manufacturers’ representatives who 
will be happy to make plans to fit your 
particular building. We should take 
advantage of their abilities. # # 


® Fast self priming 


® Does not block 
up with lint 


For complete information write for Bulletin BQ, pages 9-10 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. 


In Canada, it's “ROTO-KING" pumps 


Offices and Distributors in Principal Cities. See Your Classified Telephone Directory 
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LEANEST WITH SPEEDPLUS 


NEW PROGRAM GIVES BETTER FILTER POWDERS 


New advances in processing have produced filter powders 
that make it easier for you to give your most particular cus- 
tomers the top-quality cleaning they demand. 

Typical of this program is today’s SPEEDPLUS. No filter 
powder can do more for you, or do it better. With today’s 
SPEEDPLUS, solvent is filtered sparkling clear, pressures 
stay low, and filter cycles are long. And it doesn’t cut the 


charge in charged system cleaning. 
Your SPEEDPLUS man will be glad to talk with you and 
your supplier to help you get full benefit from today’s high 


efficiency filter powders. 


New processing refinements, including special With more than 22,000 quality control tests 
calcining methods, control filteraid character- every month, the Dicalite plant laboratories 
istics with an accuracy never before possible hold every filteraid grade to rigid specifica- 
in any plant. tions. 


¥ f ¥ ® 
ICatule P. 
DICALITE DEPARTMENT / GREAT LAKES CARBON CORPORATION 
612 South Flower Street, Los Angeles 17, California 





Outgoing president, Dutch Rothe, proudly displays wristwatch given him by the 
Alumni for his two years of outstanding service. Joining in the festivities are Martha 
Browne, secretary-treasurer; John J. Olmstead, president, and Richard O. Fromm, 


vice-president 


NID alumni look ahead 


ONE OF THE BEST programs ever 
held by the alumni of the National 
Institute of Drycleaning drew over 
300 attendants to the annual Back 
Home Day reunion August 12-14. Dis- 
cussions at the sessions were on the 
changing market for drycleaning, the 
development of coin-op drycleaning 
the need for closer relations between 
clothing retailers and cleaners. Also 
covered were the need for better ac- 
counting systems, for national adver- 
tising, the need for an improved atti- 
tude toward quality workmanship 
The theme for the reunion was “The 
60's—sizzle or fizzle?” This progressive 
group knows that it can go either way 
for drycleaners in the decade ahead 


and it covered every area that cleaners 
should concern themselves about to 
make it one of growth and progress. 

The program followed the tradi- 
tional format, opening with a “Hello” 
party on the Friday night preceding 
the lectures and business meetings of 
Saturday and Sunday. However, the 
locale was changed and all activities 
took place at the beautiful Marriott 
Motor Hotel just across the Potomac 
River from Washington, D. C. 

To set the theme, Bill Browne, di- 
rector of public relations for the NID, 
opened the talks and discussed the 
long-term “sizzle.” He said that dry- 
cleaning public relations are better 
than ever. He cited a recent article in 


Left to right: Joe May of Atlanta relates his experiences on public relations campaign he's 


conducting with retail clothing stores in his city. . 
says Bob Riddle of Reading, Pa. . . 


real sales problems of the 60's, 


Quality is the only salvation to the very 
. Jerry Nicklaw of 


the NID discusses cost control as a means of overcoming the profit squeeze facing cleaners 
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the Reader's Digest and another from 
a Columbus, Ohio, newspaper as cases 
in point. 

He told of the good responses to 
the national ad sponsored by the NID 
that appeared in a July issue of The 
Saturday Evening Post and mentioned 
that other ads in national magazines 
by several suppliers help spread the 
gospel for our industry. 

Bill said we have an almost un- 
limited market that continues to grow 
at the rate of 8,000 new citizens a day. 
Yet, in spite of all these things going 
for us, we are not getting our fair 
share of the consumer dollar. It’s be- 
cause people are buying other things 
and they have to economize in some 
way. They pick on drycleaning rather 
than cigarettes, liquor and _ other 
“needs” that do advertise aggressively 
and positively. We don't advertise 
back at these products and their 
claims. Bill said, “Like the submarines, 
we are in the ‘silent service.’ ” 

Some drycleaners don't advertise 
because they are not proud of their 
business. We should be proud, said 
Bill. We are craftsmen. Our service is 
necessary. People would look bad, 
have less fun if they were deprived of 
drycleaning. 

We have to tell the public about 
this, stressing the benefits that can't 
be bought anywhere else. Cleaners 
should follow the advice of the NID 
Motivation Research report in plan- 
ning their advertising. 

Cleaners should train their sales 
personnel. Bill asked, are you running 
your team, or is it running you? He 
announced that the NID, to help 
cleaners in their training, is coming 
out with a series of cartoon-type 
sound-slide films. These will be avail- 
able to members early in 1961. 

Next, Joe R. May of Joe May 
Cleaners & Dyers, Atlanta, Georgia, 
brought an important message. He 
told of the public and trade relations 
program he instigated with leading 
department stores in his city. Since 
1957, the University of Georgia has 
held annual fabric seminars. These are 
attended by home economic teachers, 
retail clothing buyers and progressive 
cleaners like Joe. He has been to 
them all. 

These sessions have been addressed 
by Dr. Lyle and Dutch Rothe of the 
NID. It gave Joe the idea to do this 
at the local level with his department 
stores. His first effort was with Rich's 


THE NATIONAL CLEANER 





Now you get both visibility and printability 
with International Paper’s new Side-Vue garment bag 


NTERNATIONAL PAPER has combined the 
| imprinting and protective qualities of the 
economical kraft paper bag with the see- 
through advantage of the transparent bag. 
The result--International Paper's revolution- 
ary Side-Vue garment bag 

What does this new Side-Vue bag mean 
to your store? To your customers? The clear, 
transparent strip down the side, front and 
back, lets you tell at a glance what is inside 

-even on a tightly packed cleaning or closet 
rack. And your store’s name clearly printed 








on the bag will always remind customers 
who made this convenience possible. 

Every Side-Vue bag is made of our strong 
Gator-Hide, kraft paper to protect one o1 
more garments from crushing. And because 
paper breathes, garments stay fresh—can’'t 
mildew. 

International Paper makes a full line of 
rugged Gator-Hide garment bags. They 
come in all sizes, colors and finishes. For 
samples, call your paper merchant or write 
us direct. 


INTERNATIONAL PAPER 


SOUTHERN KRAFT DIVISION - NEW YORK 17, N. Y. 





Department Store, the leader in At- 
lanta. Some 150 sales personnel at- 
tended a two-hour talk by Joe on 
fabrics, their characteristics and serv- 
He’s been back three times 
at the store’s request. The last time 


iceability 


there were 50 buyers and top execu- 
tives at the session. 

He has given similar talks at other 
stores in the city, too. His message is 
so eagerly accepted that now the buy- 
ers on their New York buying trips 
ask the manufacturers if the garments 
that they might buy are drycleanable. 
If they aren't, the buyers don’t buy 
He has been asked to talk to the sales 
training people in these stores. 

All in all, it is a real public relations 
job. It's one that can be done by any 
cleaner. But 
sell yourself—sell your industry. We 
should all get out and sell what we 
have to sell 


Joe advises, don’t try to 


Joe expects to expand his program 


to include schools, home economics 


classes and adult education groups 


He is endeavoring to get about six 
cleaners in his area to take part, to 
share the load. It’s a project that 
should be done in every city in the 
country by all cleaners 

Jerry Nicklaw of the NID gave a 
talk on cost control in his capacity of 
director of education for the Institute 
More than ever there is a big demand 
for cost control as cleaners get caught 
in the profit squeeze because of rising 
costs 

He said that too few cleaners use 
the uniform account classification sys- 
tem available to member plants for the 
small sum of a dollar. Without such a 
system it is difficult to know where 
money is being wasted. Target figures 
labor should be 26.12 
percent. Jerry broke this down as fol- 
| 


mows 


for productive 


Marking 2.37 percent 


Bagging 3.35 percent 
Drycleaning, spotting 

wetcleaning 7.00 percent 
11.80 percent 


1.60 percent 


Finishing 
Free repoir 


Toto 


26.12 percent 


lerry pointed out that incentives are 
important, but other things should be 
lone before installing the system 
These include items like efficient lay- 
wut, simplification or standardization 
of methods equipment and 
working conditions. He said that poor 


proper 


lighting and equipment 

lrycleaning. It takes a complete re- 

of the plant and installation of 
tems to make the right profit 


mean poor 


Robert B. Riddle of Reading Laun- 
dries, Inc., Reading, Pennsylvania, 
gave an inspirational talk on the Great 
American Ailment. Sloppy business 
practices and lowering of ethics in 
many fields are causing a growing 
distrust and anger on the part of con- 
sumers 

Poor service is hurting more clean- 
ers than poor advertising, said Bob. 
Quality is the only salvation to the 
very real sales problems of the 60's 
To back up his points, Bob then read 
verbatim the editorial “Kidding Our- 
selves” which appeared in the July 
issue of THe NATIONAL CLEANER. 

George P. Fulton, general manager 
of the NID, addressed the group on 
the industry’s future and the market 
for present services. He told of the 
growth of the “blue collar” market, 
the skilled and semiskilled worker who 
is earning more than ever before. He 
said that of all the commodities pur- 
chased, like TV’s, boats, new cars, life 
insurance and the like, the business 
and professional people buy 20 per- 
cent; white collar workers purchase 
31 percent; skilled craftsmen buy 40 
percent while unskilled labor buy up 
the remaining 9 percent. 

But even though the blue collar 
worker buys a major portion of these 
commodities, he isn’t necessarily the 
best drycleaning customer. He may 
provide the market for coin-op clean- 
ing. The cleaners’ best market is still 
the business and professional people 
and the white collar worker, for whom 
the new development will not have 
much appeal. 


Voices of experience 


The next two speakers were men 
with experience in clean-only and 
Speaking on the 
former was Ray L. Vermeers, presi- 
dent of the NID and owner of Paris 
Cleaners, Spokane, Washington. Ray 
feels that customers should be offered 
a choice of service at prices com- 
mensurate with that service. He has 
regular drycleaning, a premium serv- 
ice, clean-only and even clean-and- 
steam. 


coin-op cleaning. 


Based on results in nearly a year of 
operation he feels that this “choice” 
selling is here to stay. It’s the way to 
meet the challenge facing cleaners to 
get their share of the market. 

John P. “Bud” Barlow of Barlow 
Laundry and Cleaners, St. Joseph, 
Michigan, told of his experiences with 
coin-op drycleaning. His plant was se- 
lected as a pilot installation for this 
type of equipment. He is the first man 
to talk on the subject at a national 


convention who has had actual experi- 
ence with the equipment. 

Based on results so far and costs, he 
sees the units paying for themselves in 
18 to 20 months. The work is com- 
pletely acceptable and has had excel- 
lent customer response. The firm that 
produces the units he is using will 
conduct further tests throughout the 
country. It is expected that they will 
be marketed by the year-end. 

The last, but by no means the least, 
on the program was that top speaker, 
Victor D. Oakley. He spoke to the 
group just a few weeks before his de- 
parture for Australia to address the 
national convention of drycleaners in 
that country. 


Wanted: mancgement brains 


His message was directed to man- 
agement. He said our industry is no 
longer a simple thing. It’s complex and 
sophisticated. We have to learn the 
lessons of science; its passion for over- 
coming its own ignorance, its relentless 
search for truth. It’s not who is right 
but rather what is right. It is the sys- 
tematic use of intelligence. Dryclean- 
ers have been doers; now they must 
be thinkers, like Ray Vermeers. 

Then Mr. Oakley said that the first 
step toward being a successful dry- 
cleaner is to get out of the back room. 
He said that many present may have 
started out by pressing pants to be- 
come businessmen, but how many 
became businessmen so that they 
could press pants? 

At the business meeting the new 
slate of officers was elected. The new 
president is John J. Olmstead of Teas- 
dale Cleaners, Cincinnati, Ohio. Rich- 
ard O. Fromm of Allen and Vickers 
Co., Atlanta, was chosen vice-presi- 
dent. Mrs, Martha Browne, the wife 
of the NID director of public rela- 
tions, was elected permanent secre- 
tary-treasurer. 

In recognition of his outstanding job 
as president of the group the past two 
years, Dutch Rothe was presented 
with a gold wristwatch. Dutch ex- 
pressed his appreciation and said he 
hated to join the ranks of the “has 
beens.” He pledged his continued sup- 
port to the group and offered to serve 
in any capacity in which he could be 
of help. 

While these sessions are always en- 
joyable and educational, this meeting 
had a deep personal meaning to me. 
I had the honor to be voted an honor- 
ary member of the Alumni Society, a 
privilege given to few people. It was 
a perfect top-off of another great 
show.—Art Schuelke 
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MODERNIZE NOW WITH MERCURY NUMATIC “50° 


Petro “50” uses 140-F or 
Stoddard PETROLEUM SOLVENT 


Dry load capacity 44-50 Ibs. per load. 

Fully automatic . . . 1-bath or 2-bath. 

2000 GPH Monel Tubular Filter; with backwash. 
Marlow Centrifugal Pumps . . . big 3” dump line. 


Smooth Mercury-Twin-Disc 2-speed transmission with 
fluid drive. 


Comes completely piped and assembled. 


Per “50” uses PERCHLORETHYLENE 
solvent; in a very miserly way. 


® Dry load capacity 44-50 Ibs. per load. 

® Fully automatic .. . 1-bath or 2-bath. 

® 2000 GPH Monel Tubular Filter; with backwash. 
® Marlow Centrifugal Pumps; big 3” dump line. 

© 50 GPH No-surge Still attached to unit. 


® Smooth Mercury-Twin-Disc 2-speed transmission with 
fluid drive. 


Perc owners with Mercury Clover-Leaf Muck Stripper report up to 16,000 Ibs. mileage per drum of solvent. 
AVAILABLE ON OUR OWN LOW-COST FINANCE PLAN 


Mercury carries the leases . . . or the notes. 


Nearly 5000 Successful Mercury Owners in 50 States 


Mercury Cleaning Systems, Inc. 
1817 Benson Avenue, Evanston, Illinois 


Please send complete information on [_] PETRO 50 ([_] PER 50 
ER. 2) ciel 
Company____ inlet calle on . 

CLEANING SYSTEMS ON —— om 


EERE EG Rk 


} 
| 
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| 
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SURE-FIRE MERCHANDISING 


Continued from page 46 


animals was at half what one cleaner 
paid. 

Premiums are shipped’ direct to 
each cleaner by the source from 
which they are purchased, Items for 
the grab bag and other promotions, if 
not used up and wanted by the mem- 
ber plants, may be returned to Tuch- 
man’s, which warehouses them and 
uses them up in its own several pre- 
mium promotions. 

Experience at Tuchman’s proves 
this grab bag to be one of the year’s 
best stunts for them. Volume doubles 
in each branch. The promotion runs 
for three days—Thursday, Friday and 
Saturday. Some of the tickets for the 
more valuable prizes are held back 
and dropped in the box each day to 
sustain interest in the contest. Traffic 
on Friday and Saturday is important, 
too 

The cost of the promotion just 
about offsets any increase in profits 
for the firm. At least it breaks even 
But that’s not the point of the con- 
test. The point is to create traffic, to 
draw new customers and business. It 
also has a gratifying impact on the 
neighborhood. Then, too, hundreds 
of new exposed to 
Tuchman’s. 


customers are 


Spring promotion 


While this is not as spectacular as 
the fall promotion, it does a job. This 
is a direct-mail effort and, in effect, is 


a catalog of the various services of- 
fered. But it is far from being an in- 
stitutional piece. Like everything else 
used, it offers a bid to action on the 
part of the reader through giveaways 
or premiums. 

As we said earlier, Tuchman’s 
started out with a mailing piece in che 
spring of 1954 to sell storage. By the 
next year its original vault was filled. 
The same kind of bid to action is still 
used by Tuchman’s and its participat- 
ing plants in their spring direct-mail 
piece. 

The premiums offered at this time 
are similar to those used in the grab 
bag, although less spectacular than 
the mink scarves and transistor radios. 
Once again, any premiums left over 
after the promotion are returnable to 
Tuchman’s by any member plants that 
feel they cannot dispose of them. 

Aside from the cooperative plans, 
Tuchman Cleaners through the years 
has done some unusual things. One 
example is the annual art show spon- 
sored by the plant. This was begun in 
1954 and gave artists from the coun- 
try as well as local Indianapolis peo- 
ple a chance to show the public their 
efforts. 

Small paid ads were backed up, 
and still are, by free news stories 
about the exhibit. The paintings are 
shown not only at the drive-in area of 
the main plant; they are hung on the 
slickrails of the assembly department 
and even in the fur storage vault. It 
gets traffic all through the plant. 
Furthermore, the art display ties in 
with the firm slogan of “Fine Art in 
Drycleaning.” 


Indianapolis, like many other cities, 
is divided into four geographical sec- 
tors. The northeast and northwest sec- 
tions make up the upper-half income 
group predominantly. This is the sec- 
tion that Tuchman’s_ concentrates 
upon. We said earlier that the plant 
uses cnly the local morning paper. 
But in addition to that coverage, it 
does use space in a free weekly paper 
distributed in the north sector. This is 
a shopping guide that carries neigh- 
borhood gossip to the customers and 
prospects of Tuchman’s. 


Proven in practice 


Getting back to the cooperative 
plan . . . the participating plants are 
also offered window displays at cost. 
In other words, no chance to help 
these cleaners is overlooked. 

Just about everything in the mer- 
chandising package has been proven 
profitable for Tuchman’s. Therefore 
it will prove profitable to member 
plants in the plan, and you. 

If you will check back to last 
month’s issue of THe NATIONAL 
CLEANER, please read what we had to 
say in our “Letter From the Editor” 
column. We gave you a bit of a pre- 
view on this story and talked about 
the sameness of plantowners, employ- 
ees, customers. 

There’s a test in that column that 
will prove our point. If you still doubt 
it, remember this fact. A truly quality 
job, backed up by intelligent, con- 
sistent advertising, will make you a 
winner. There are 17 Midwest plants 
proving it every day. # # 


INDUSTRY SPOKESMAN HEADS HOME ECONOMISTS 


Continued from page 52 


I am very enthusiastic about my career because it is a 
happy combination of research, education, and public 
relations 


What are your activities in your present position? 


1. Investigate new fabrics and fashions as they come 
onto the market. In some cases we work directly with the 
textile manufacturers. Results of these investigations are 
published in a monthly Fabrics-Fashion bulletin that is 
distributed to the 8,500 members of the Institute. 

2. Prepare information on NID’s fabric investigations 
that is published in a bulletin “Fabric Facts.” It is used by 
Better Business Bureaus, retailers, educators, U. S. Exten- 
sion personnel. 

3. Prepare educational material on fabric selection and 
care—booklets, leaflets, counter cards, news releases. 

4. Prepare special articles for textile journals, home eco- 
nomics journals. 

5. About one-third of my time is devoted to travel, 
speaking at state drycleaners’ conventions, home economics 


78 


groups, Distributive Education forums, college and uni- 
versity seminars, women’s clubs, service clubs, as well as 
meeting requests for radio, newspaper and TV interviews. 

6. Cooperate with the textile and clothing department 
of the School of Home Economics, University of Maryland. 


What is your philosophy as to home economics as a 
career? 


I feel that home economics has no peer as a profession 
for women. I feel it offers creative and inspiring challenges 
whereby a young girl or a mature woman may apply her 
unique aptitudes to a wide choice of professional job op- 
portunities. In addition, it offers a basic training for family, 
community, and world living. 

In my own life, I don’t believe I would have been able 
to manage a home, raise and educate a daughter alone 
(Kay received her Bachelor of Science degree in nursing at 
Ohio State University June 10), and enjoy my career with- 
out the training I have had in home economics. My trip 
to Paris in April to attend the International Federation of 
Home Economics Council Meeting pointed up how much 
we, as home economists, can contribute to international un- 
derstanding of the peoples of the world. 7 # 
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BEST ENGINEERING DESIGN 
BEST MECHANICAL DESIGN 
BEST PERFORMANCE RECORD 


BEST RELIABILITY RECORD 


EMA 


The STANDARD of EXCELLENCE in AIR VACUUMS 


d up to 50% in steam 


nishing is faster 
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st experienced machiner 
t comes to AIR VACUUMS 
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Models available REMA CORPORATION 


to serve 
1 to 16 presses Norwalk, Conn. 


in Vertical, Originators. of Vertical Vacuums 
Dual and Overhead 
design. 


REMA Corporation 
45 Ruby Street, Norwalk, Conn. 


Gentlemen: Please send me literature on “Dri-Vac” at once. 


Nome. 
Name of plant 
Address ____ 
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From boiler room to front 


oneyw iCar ntr 
Honeywell MagiCare* controls 


quality that brings customers 


New Honeywell MagiCare System prevents 
shrinkage and wrinkling during washing! 


No matter what the humidity outside, the Honeywell 
MagiCare System always maintains the relative hu- 
midity of your washer solvent at a level best for each 
type of material. Garments come out consistently 
brighter and softer—with no wrinkling or shrinkage. 
You save time and money on spotting and pressing. 
Works equally well with Stoddard or perchlor- 
ethylene solvents and with any soap concentration. 


New Honeywell MagiCare Tumblitrol” maintains 
ideal drying conditions at all times! 


At a central panel, you select the right drying time 
and temperature for any garment—even hard-to-han- 
dle synthetics. The Honeywell Tumbltrol System 
reacts instantly to any temperature change in your 
laundry tumbler or dry cleaning reclaimer to prevent 
shrinkage or damage to fabrics. Other features in- 
clude continuous indication of existing tumbler tem- 
peratures and provision for end-of-cycle alarm. 


Honeywell manufactures the most complete line of dry cleaning con- 
trols on the market. For complete information, call your dry clean- 
ing supplier or your local Honeywell office. Or write Honeywell, Dept. 


ND-10-162, Minneapolis 8, Minnesota. In Canada, write Honeywell 


Controls, Limited, Toronto 17, Ontario. 


th 
Pi EERING THE FUTURE 


YEAR 
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Throughout your plant, Honeywell 
matched controls work together 


assure the to provide safe, dependable, 
economical dry cleaning! 
back! 


counter, 


Solvent Temperature Controls 


L6018D Two Stage Thermostat. 
O For perchlorethylene systems. Con- 
trols a steam valve and a water valve 
where both heating and cooling are 
required. 





V4019A Solenoid Water Valve. 
Releases cold water to heat exchanger 
upon call from temperature controller. 


Furnace and Boiler Controls 


RA890 Protectorelay*. Electronic 
flame detection for gas burners and 
oil burners. 


New Honeywell conveyor system pleases R478 Protectorelay. Electronic 
flame detection offering either flame 


customers with fast counter service! rectification or Flameguard*. 


Your counter girl merely dials the number of your 
customers’ garments on an attractive counter con- Q283 Flameguard Photocell 
trol panel. The Honeywell conveyor system delivers Mount. Combines with a photocell 
them automatically in seconds. Use any storage iden- = saa make up a flame detecting unit for 
tification system you like. The conveyor system al- use with the R478B Protectorelay. 
ways takes the shortest route. Ask your conveyor 


manufacturer about the new Honeywell Conveyor 


Control System. * Trademark ' VA835 Solenoid Gas Valves. De- 
signed for use with gas burners using 
two-wire low-voltage control. Avail- 
able sizes: 4%", 4" 34”. 


V48, V88 Diaphragm Gas Valves. 


Honeywell Relay operated diaphragm valves for 
- : use with gas burners using any type 
iH | Fut WE Coitol of gas. Available sizes: 1” to 3”. 
woetvwru 
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TWO NATIONAL industry leaders 
forecast to the annual meeting of the 
Pacific 
ind Linen Supply Association in Ta- 
Washington, that the Sixties 


will call for sharp operation but hold 






Northwest Laundry, Cleaning 






coma, 






new opportunity for those who have 





their houses in order 





George Isaacson, general managet 
of the American Institute of Launder- 






ing, said the future portends more 





working wives, therefore more dou- 





ble-income families with larger dis- 





cretionary income. The launderers’ 





ind cleaners’ job is simply to get their 





share of that available money. 





As a means to this end, he sug 





gested that they consider the coin-op 





not as a competitor, but as a source 





of business. The AIL, in its pilot op 





eration, has been very successful in 





upgrading these coin-op customers 





into regular laundry clients 














NEARLY 300 PLANTOWNERS and 
allied tradesmen attended the 54th 
Georgia 






innual convention of the 





| aund: y and ( leaners Assoc iation, 
held in Atlanta August 12-13. 

In his welcoming address, Ermest 
Barrett, president of the association 
said that the cleaning industry has 










lagged behind other industries in sell- 
But within the past 
three vears there have been 





ing its services 





two or 





signs that the sleeping giant is awak- 





ening 
The national ads run in The Satur 
day Evening Post by the National In- 







stitute of Drycleaning are one evidence 
of this new trend. He said that such 
efforts deserve the support of all state 







associations Furthermore, cleaners 





must support their state and national 





organizations to make sure that such 
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Mr. Isaacson also predicted that 
the present wash-and-wear fad would 
decline and the drip-dry shirt would 
lose much of its sales appeal. But in 
spite of these favorable signs, he said, 
the industry would have to gear up to 
efficient, economical operation to 
merit its share of the consumer dollar 
and to face competition from syn- 
thetic and paper products designed to 
eliminate or minimize cleaning and 
laundry services. 

Ray Vermeers, president of the Na- 
tional Institute of Drycleaning, quoted 
statistics to show that the drycleaner 
today is getting a smaller part of the 
per capita dollar and warned that this 
trend must be reversed, or at least 
checked, if the industry is to continue 
to prosper. The answer is intelligent 
merchandising to expand industry 
services and efficient operation to keep 
them competitive 


public relations programs gain mo- 
mentum 

Then Tom Donohoe, director of 
sales training for the NID, talked 
about public relations at the point of 
sale. He said that the sales meeting 
guides and other sales bulletins dis- 
tributed by the NID are there to assist, 
but they cannot do the job by them- 
selves. Plantowners must become more 
honestly training their 
sales staffs. We can’t hire better people 
than we have, but we can double their 
effectiveness through training them 
properly. 

Tom said the country faces a serious 
problem in that production is way 
ahead of sales efforts. To add to the 
problem there is a consumer revolt 
because of poor, discourteous service 
in too many establishments 


involved in 


New officers and their wives 
seated at the head table are, 
left to right: Gary Hersey; Mrs. 
Ray Vermeers; Pav! Neuman; 
Mrs. William Short; Frank Wat- 
son; Mrs. Gary Hersey; Edward 
V. Hudson, retiring president and 
convention host; Mrs, Hudson; 
Howard F. Keeler; Mrs. Frank 
Watson; Mrs. Paul Neuman; and 
Ray Vermeers 


Pacific Northwest meet 


Other industry speakers offered 
technical information on how to gain 
and maintain that efficiency. These 
included Dr. Dorothy Siegert Lyle, 
NID director of consumer relations; 
Dr. J. C. Alexander, director of re- 
search, Adco, Inc.; Dr. Louis F. 
Luechaner, textile chemist, Far Best, 
Inc.; Duane Lawrence, AIL director; 
T. W. Gooding, national sales di- 
rector, American Linen Supply; and 
Stanley Rosenthal, Washex Machinery 
Company. 

The convention picked Vancouver, 
British Columbia, as the site for the 
1961 meeting, and Frank Watson of 
that city as its new president. Other 
officers elected are: Paul Neuman, 
Seattle, vice-president; Howard F. 
Keeler, Seattle, treasurer; William 
Short, Seattle, secretary; and Gary 
Hersey of Tacoma, chosen sergeant- 


- # 


at-arms. # # 


Public relations keys Georgia show 


He said one area in which cleaners 
often fail is in telephone selling. He 
suggested that plantowners listen in 
occasionally to see how the clerks 
answering calls treat the customers. 
All local phone companies have free 
training courses available for such em- 
ployees, and plantowners should avail 
themselves of this service. 

Tom then reported on a survey of 
consumers. One interesting point re- 
vealed was the fact that over 44 per- 
cent of the women in the country do 
their own sewing at home. The Moti- 
vation Research report of the NID 
advised cleaners to be the ally of the 
housewife, and here was a chance to 
be an ally to this 44 percent group. 
He urged cleaners to offer to preshrink 
their material, to block sweaters and 
other garments. He also suggested that 
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THE CHOICE OF PROFESSIONAL CLEANERS FOR OVER 30 YEARS 


ADD-A-SERVICE: 
Rug, Carpet and 
Upholstery 
Cleaning 






CASH IN ON THE PLANT 
START YOUR OWN GROWING DO-IT- MAINTENANCE 
fe) Ei Sela Wile). | YOURSELF MARKET EQUIPMENT 


DEPARTMENT 












(Earn up to $10 a day in equipment 
rentals and shampoo sales) 









Hild heavy duty vacuum cleaners 
for floor, wall, overhead beam, 
and machinery cleaning. 
Twenty models to 


(Clean Wall-to-Wall Carpet and 
Upholstered Furniture in Your 
Customers’ Homes) 






















































LIGHTWEIGHT RUG choose from. li- 
SHAMPOOING MACHINE lustrated unit de- 
FAMOUS SHOWER-FEED Easy to use—low in cost signed for use 
SCRUBBER designed to take the rough- 
Easy t sete ciashine est abuse that is so com- on your own 55 
F 2 oneal on > aon | mon in rental use. Has the gallon drums— 
ob Tok - handle same important construction ideal for 
es ey ss and operating features as : . 
holds shampoo solution. @.. Hild Deluxe models, boiler cleaning. 


Five models to choose from i 
every price range 


iv) 
Lew 






WET AND DRY PICK-UP 
VACUUM CLEANER 
Powerful unit for vacuum- 
ing carpet and upholstery 
plus removing suds after 
shampooing. All deluxe 
features for years of dependable 
service 


| 
e 











ALL ALUMINUM 
VACUUM CLEANER 


Easy to carry—weighs only 
19 pounds. Picks up wet or 
dry material without fil- 

ter change. Complete 

with hose and 
attachments. 




























UPHOLSTERY 
SHAMPOOING MACHINE 
Electric driven shampooing 
machine allows you 
to clean upholstery 
and stair car- 
peting in an ef- 
ficient professional! 
manner. 





































HILD SHAMPOO 
ge quality carpet 
and upholstery shampoo 
y~ in smail polyethy- 
lene envelopes . . . each 
pa makes two gal- 
lons of shampoo solution. 
Also available in pint bottles. 











PILE-LIFTER 
VACUUM CLEANER 
Combination pile brush 
and vacuum clean- 
er... brushes, 
lifts and combs 
rug pile while it 
removes the 
dirt, grit and lint, 
Used to prepare rugs 





HILD FLOOR MACHINE CO., INC. 
1217 W. Washington Bivd., Chicago 7, Illinois 


for shampooing and 
to “set” pile Gentlemen: Without cost or obligation, please send me a copy of your 
after new instruction book plus information on: 


PST 
Pay 


shampooing. 
[) Starting ovr own professional carpet and upholstery 


cleaning department. 
[] How to start a rental program for the do-it-yourself market. 
[] Hild shampoos for modern carpet and upholstery fibres. 
C) Hild vocuum cleaners for plant maintenance. 


. SEVEN DEPENDABLE 
Sak SHAMPOOS 
4 available to handle every 
tug and upholstery 




















cleaning job. Firm 
. Signed by 
Address 
City Zone State 
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First-Class DYEING* 





"Also... 


SUEDE and LEATHER 
CLEANING 


REWEAVING 
FLAMEPROOFING 


Write for our trade price list 


TRU COLOR DYE WORKS, Inc. 


24-47 44th Street, Long Island City 3, N.Y. 








cleaners think about wooing the teen- 
age market which presently spends 
$10 billion annually. 

He announced that the NID was 
coming out with a series of cartoon 
sound-slide films for member plants. 
These will be available shortly after 
the first of the vear and will be the 
basis of a sound training program for 
sales people 

Next Lawrence Jacobson of the 
Guild of America 
talked about the importance of recolor- 
ing or redyeing as a profitable sideline. 
There is a tremendous potential mar- 
ket here, he said. The fact that peo- 
ple need this service is borne out by 
the fact that over 50 million packages 
of home dyes are sold annually. The 


Garment Dyers 


professional dyer can do it much bet- 
ter and safer. The Dyers Guild han- 
dles thousands of garments a year that 
have been improperly dyed by the 
housewife 

The cleaner who offers this service 
ind promotes it can add to his profits 
[he cleaner who ignores dyeing is 
letting money slip through his fingers 
said Larry Jacobson 

Art Schuelke, editor of THe Na 
CLEANER, talked about what 
lies ahead in 1961 for the industry 
He said that serious « hallenges will be 
offered 


TIONAT 


In addition to improved syn- 


thetic fabrics and wash-and-wear 
finishes, the advent of coin-op clean- 
ing is imminent. Those cleaners who 
get on the quality bandwagon, run 
neat stores, offer convenience, minor 
repairs, and advertise consistently have 
nothing to fear. But it’s time to get our 
houses in order 

One of the highlights of the con- 
vention was a full afternoon program 
put on by the “Flying Squad” from 
Gray and Rogers and the American 
Institute of Laundering. This perform- 
ance will be repeated at many state 
conventions in the months ahead. 

Other speakers included James H. 
Eskridge of Boggs & Co., Inc., Char- 
lotte, N. C., and Rodger Jackson, 
managing director of the Laundry and 
Cleaners Allied Trades Association. 
Mr. Jackson spelled out the functions 
of his association and showed how the 
LCATA helped drycleaners and laun- 
derers by keeping costs down through 
the fair practices adhered to by mem- 
ber firms in that organization. 

The new officers for the coming year 
were elected at the business session. 
These were: Herbert Bell, Bell's Dry 
Cleaners, Gainesville, president; S. A. 
Wix, Ideal Laundry, Atlanta, vice- 
president, and Sam Bunn, Bunn’s, Inc., 
Griffin, secretary-treasurer. 

—Art Schuelke 
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| PROMOTION AND QUALITY 


Continued from page 62 


to get maximum mileage from his 
solvent. His present cleaning machine 
has the capacity to clean 50-pound 
loads. 

Use of modern equipment is another 
very important reason why Joe can 
turn out quality work, so well accepted 
by his customers. While his trade area 
is basically within three to four miles 


of the plant, he does draw customers 


from as far away as 25 miles. 

Of course, this wouldn’t be possible 
without a good work force. Joe Ca- 
hanna practices the same good rela- 
tions with his employees as with his 
customers. Whenever he plans the pur- 
chase of new equipment or some 
change in the plant setup, he lays his 
cards on the table to his crew. He 
solicits and seriously considers their 
ideas. They are in the act. 

As a result, he has built up tre- 
mendous loyalty among his help. 
While his present plant is only eight 
years old, one employee has worked 
for Joe 14 years, another 12 years. 
They have stayed with him through 
the years in other plants he has run. 

To adjust his payroll through peaks 
and valleys of volume, Joe Cahanna 
utilizes part-time help advantageously. 
During the winter months and peak 
periods of spring and fall he has a 
crew of local older women who are 
glad to get a few hours of employment 
working at the counter. 

Then, in the summer, high school 
girls take over the sales work. The 
other women are glad to get the time 
off at this period. 

Since the plant offers same-day 
service, Saturdays are one of the 
busiest here. Often half of the week's 
volume comes in on a Saturday. To 
give his crew and himself a decent 
work week, the plant is diverted from 
its usual 8:00 a.m. to 6:00 p.m, hours 
on Wednesdays. Each Wednesday the 
plant and call office shut down at one. 

This practice was initiated when the 
plant first opened for business. It is not 
the custom of competitive plants or 
even other merchants in the town. 
However, it obviously has not affected 
his volume. On the contrary, Joe feels 
that it gives the plant a certain amount 
of prestige to be able to close for the 
benefit of the employees and himself 
without worrying about a few bundles 
that might go elsewhere. His custom- 
ers are used to the idea and accept the 
practice without rancor. 

It all adds up to the fact that top 
quality work (including minor re- 
pairs), sound merchandising, and good 
relations with customers and employ- 
ees make for a healthy, profitable 
plant. # # 
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keep 
solvent 
sparkling 
clean... 
ge? fresh 
odor-free 


garments 





with EAGLE 


») EAGLE-PICHER 
_ poe FULTER POWDER 


wrt | Whether you use petroleum or synthetic dry cleaning solvent, you'll 
EAGLE | find that Eagle-Picher Filter Powder helps you do the best job. It will 
PICHER remove all insoluble soil and give you greater flow rates at lower 
CELATOM operating pressures. 











Eagle-Picher Filter Powder works well with activated carbon and 
is compatible with all standard type “sweeteners.” It is supplied to you 
at maximum diatomite purity and efficiency. More and more operators 
find that its high clarity enables them to lower solvent inventory. Call 
your Eagle-Picher Filter Powder distributor today. 


EAGLE-PICHER 


Since 1843 BD] Celatom Products Department NC-10 


The Eagle-Picher Company, Cincinnati 1, Ohio 
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NAIADPAGHTIVITINES, 


Complete Educational Conference: 
['welve students from five states re- 
cently completed the 13th educational 
conference for associate members of 
the National Institute of Drycleaning. 

Graduates shown from left are: 
James R. Hubbard, Philco Corpora- 
tion, Philadelphia; William H. Ellis, 
California Research Corporation, El 
Segundo, Calif.; Lowell V. Adams, 
Phileco Corporation; Johney L. Lan- 
dis, Buel-Town Company, San Diego, 
Calif.; James A. Currin, 
Chemicals Corporation, Philadelphia; 
Barton Gilbert and Elliot Cohen, 
Signal Chemical Mfg. Co., Bedford, 
Ohio; David A. Rand, Dow Chemi- 
cal Company, Midland, Mich.; Gary 


Pennsalt 


L. Weidner, Atlas Powder Com- 
pany, Wilmington, Del.; Andrew K 
Thomas, Petroleum Solvents Com- 


pany of Pa., Butler, Pa.; K. W. Marty, 
Diamond Alkali Company, Cleveland, 
Ohio. Not shown: John H. Ruen, Jr., 
Cleaners Hanger Detroit, 
Mich 


Company, 
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Brazilian Visitor: Jose Francisco Cay 
allini, owner of a drycleaning plant 
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The NEW, 
IMPROVED 


Plier Type STAPLER 





Arrow's specially tempered 
steel wire staples hold tags 
tight, even under the most 
rigid cleaning conditions. They 
come out easily with a lift of 
tag. Never a danger of damag 
ng or tearing garmnets! 














in Minos Geris, Brazil, recently vis- 
ited NID headquarters in Silver 
Spring, Md. Since the Brazilian dry- 
cleaner speaks no English, a student 
from George Washington University 
was on hand to interpret. 


NOW! It's Amazingly 
r EASY to Staple 
~Tags SECURELY 


...even to 
thickest 
materials! 





~~ 


A simple squeeze and Arrow's unique 
“double-leverage” action does all the work! 
Provides increased leverage and greater 
staple driving power with less effort! The 
heavy duty, all-steel P-22 is absolutely jam- 
proof ...and uses both ',” and +,” staples 
for penetrating various thicknesses of 
material. 


OTHER NEW AND ORIGINAL FEATURES 


THAT MAKE THE P-22 MORE FUNCTIONAL AND EFFICIENT TO OPERATE! 


® HAND GUIDE LOOP for comfortable gripping and convenient wall hanging ! 
e VISIBLE REFILL INDICATOR shows at a glance when staple supply is low! 
@ REMOVABLE STAPLE CHANNEL for easy-to-get-at cleaning! 


ET-UP FOR JOBBERS e Write for full details 
ARROW FASTENER CO., INC. 1 Junius St., Brooklyn, N.Y. 
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Pennsylvania Day: Thirty members 
of the Pennsylvania Association of 
Dyers and Cleaners recently visited 
the NID on Pennsylvania Day, an 
annual program sponsored by both 
the Institute and PADC. 

Standing in the rear of the group 
are, left to right, Vie Towner, NID 
supervisor of field services, Stan 
Smith of the NID analysis depart- 
ment, who spoke on current analysis 
problems, and Bill Clayton, Jr., exec- 
utive secretary of the PADC. 


* + 


Recent NID Bulletins: Technical Bul- 
letin T-388, “A Study of Solvent Con- 
ditions in Single-Bath Drycleaning,” 
deals with control of non-volatile 
matter. Management Bulletin M-70 
discusses use of the Uniform Account 


Classification System. Selling Tips 
ST-15 discusses use of the NID’s 
mothproofing reports, while Sales 


Meeting Guide SMG-15 takes up the 
selling advantages of NID member- 
ship. Practical Operating Tips P-44 is 
titled “Hand Touch-Up in Wool Fin- 
ishing.” 


Spirit of Service Awards: The NID 
announces that entries for its new 
Prestige Builders Awards Program 
must be received by the end of the 
year. Awards will be made at the 
Philadelphia convention in February 
The awards are presented for the best 
job done by drycleaners, drycleaning 
associations and allied trades firms in 
selling the industry's public relations 
story. 
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CONSERVATIVELY HA SPEAKING... 


if 

you produce 
8,000 Ibs. 
dry weight 
and more, 
daily, 


SPENCER 
SENIOR" 
is a Must! 





Spencer 100 Ib. “‘Senior’’ synthetic dry cleaning units 
do a remarkable job of work. Users in 38 countries including the U.S.A. 
report 25,000 Ibs. plus per drum production . . . enormous 

solvent savings . . . fully automated charge or 

batch operation and . . . the finest pass-up records anywhere. 

Of course, Spencer parts and service are as close as your phone 

for all models, including the “Junior” and “Sixty” models 

for average volume producers. Write for full details! 


DISTRIBUTED BY 

J. P. SPENCER CORP. 

173 SUMMERFIELD ST., SCARSDALE, N. Y. + TEL: GReenleaf 2-0064 
MANUFACTURED BY: NEIL & SPENCER, LTD., LEATHERHEAD, SURREY, ENGLAND 


*AVAILABLE ON LEASE 
OR PURCHASE PLAN 
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Aim 


EDWARD J. LYNCH 


GAIL A. SMITH 


Wyandotte Promotes Two Executives 


B. Ford 


Che i ils 


Wyan- 
Corporation 
ppointed Edward J. Lynch 

anager of its Minneapo- 
Gail A. Smith 
its Food Industries 


Division 


and 


service, 
ch joined Wyandotte 


in 1948 and prior to his pro- 
motion worked as a field sales 
manager in the Division's Cin- 
cinnati district. Mr. Smith, for- 
mer Minneapolis manager, 
moves to company headquar- 
at Wyandotte, Mich., the 
announcement states. 


ters 


Conley Cited for Forty Years Service 


president of 
is shown re 
engr aved 
the 

from 


i silver tray 


the names of com- 
| force his 


sons R. and J. Robert 
both vice-presidents of 
The tray 
it a dinner meeting 
tended by the sales force. 


lames 
Conley 

the firm 
sente d 


was pre- 


at- 


Amsco Announces Sales Appointments 


Miner il 


ippointe d 


Spirits 
John 
iger, 


Eastern man 
joined 


He 
1 } 


in 1952 and has 


pment 
li serial 

eral manageria 

be re sponsible 
new and 


uses 
iles training pro- 
new position 

| ilso ip 


represen 


pany nas 


] 
Ww Sale 


for 
Florida. 


tative Roy S. Gowder, 
Alabama and western 
William R. Simmons, 205 
Ring Rd., Louisville, Ky., has 
for the 
Indiana territory 


been named salesman 


Kentucky 


U.S.1. Second Biggest 


S 


h is 


Chemicals 
new 


Industrial 
udded a section 
Houston, 


Co 


to its plant at Tex., 


making it the second largest 
producer of polyethylene in the 
world with a capacity of 300 


million pounds per year. 


Changes at Atlas 


Gerald P. Gise, Darco sales- 
man in Atlas Powder Company's 
Chicago district chemicals sales 
office, has been transferred to 
the chemicals sales office at the 
company’s headquarters in Wil- 
mington, Del., as a general sales- 
man. William F. Wilburn suc- 
ceeds Mr. Gise in Chicago. 


STEWARD McKINLEY 


Warco Appoints McKinley 


Warco Laboratories has ap- 
pointed Steward McKinley as 
field technician with headquar- 
ters in Dallas, Tex. Mr. McKin- 


ley’s territory will include east 


Texas and Oklahoma. 


DONALD SOBOL 


New Sales Directors for X. S. 
X. S. Smith, Inc., Red Bank, 


N. J., has named two new di- 
visional sales directors. Dividing 


TH 


JOSEPH HOLLAND 


New Divco Position 

Diveo truck division, Divco- 
Wayne Corporation, has ap- 
pointed Joseph Holland senior 
service engineer. This new posi- 
tion coordinates Divco manufac- 
turing and engineering with the 
truck division’s field service ac- 
tivities and warranty service 
program. 


New York Pressing 
Adds Four Distributors 


New York Pressing Machin- 
ery Corp., has appointed the 
following distributors for its 
New Yorker line of laundry and 
drycleaning presses: Stadham 
Co. of Maryland, Baltimore; 
Excel Equipment & Supply Co., 
Cleveland; Fre Cleaning and 
Laundry Machinery Co., Pitts- 
burgh, and K-B Chemical Co., 
Billings, Mont. 


H. E. THOMPSON 


Smith 


the United States between them 
H. E. Thompson for the 
northern half and Donald Sobol 


are 


E NATIONAL CLEANER 





75 


YEARS OF SERVICE TO 


wa 


Stautfe t “ogee wut, 
See ee 


OCTOBER 1960 





for the southern. The 


have had long « xperience in the 


field 


two men 


Atlas Names Rains 


Atlas Valve Company, New- 
irk, N. J., has appointed the 
Rains Company, 756 S. First 
West St., Salt Lake City, as At- 
las sales representative in Utah, 
Montana, southern Idaho 
eastern Nevada 


and 


JACK S. NAPARSTEK 


Naparstek Picked by Dixo 


Jack S. Naparstek has been 
appointed manager for 
the Dixo Company, Inc.., 
Rochelle Park, N. J. Mr. Napar- 
stek had many years of 
experience in the drycleaning 


sales 


has 


industry 


EUGENE PARSONS 


Pullman Appoints Parsons 


Eugene Parsons has been ap- 
district manager, all 

for the Pullman 
Vacuum Cleaner Corp., Boston. 
He will direct sales in Tennes- 
ee, Alabama, Kentucky, Mis- 
sissippi and part of Florida. 
Mr. Parsons comes to Pullman 
with 13 years of sales and man- 


pointed 


divisions, 


igement gained 


nostly in the 


experience, 
Southeast 
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EMIL O. HANSON 


Prosperity Picks Hanson 


Emil O. Hanson has been 
named to represent The Pros- 
perity Company in An- 
geles, city and suburbs, and the 
Imperial Valley to Yuma, Ariz 
He has been active in the in- 
dustry since 1929 


Los 


VICTOR D. OAKLEY 


Oakley Speaks to 
Australians 


Victor D. Oakley, Chi- 
cago management-sales consult- 
ant, was guest speaker at the 
Twelfth Annual National Con- 
vention of the Australian Dry- 
cleaning Industry, held in 
Sydney this month. Mr. Oak- 
ley’s theme was sales training. 
His experience includes partici- 
pating in the Industry Advertis- 
ing Campaign sponsored by the 
National Institute of Dryclean- 
Ing 

It is the practice of the Aus- 
tralian program committee to 
invite a leading authority on 
aspect of drycleaning 
from the United States to par- 
ticipate in their program. Re- 
cent past speakers include 
Fulton, managing di- 
rector of the NID, and Art 
Schuelke, editor of THe Na- 
TIONAL CLEANER 


some 


George 


Hooker Expands Into West 


Hooker Chemical Corpora- 
tion, Niagara Falls, N. Y., will 
make and sell perchlorethylene 
solvent for 13 Western states, 
including Hawaii and Alaska, 
from its Western Chemical Di- 
vision plant at Tacoma, Wash. 
This is the first perc-producing 
plant in the Northwest and the 
second in the Western half of 
the country. 


Amsco Moves in Chicago 


American Mineral Spirits 
Company is expanding its Chi- 
cago office, which is moving to 
modern quarters in the Borg- 
Warner Bidg., 200 S. Michigan 
Ave., Chicago 4, Ill. 


Pantex Invests in Tel-A-Sign 


Pantex Manufacturing (Can- 
ada) Ltd., wholly owned sub- 
sidiary of Pantex Manufactur- 
ing Corporation, Pawtucket, 
R. L., has acquired what was 
termed a “substantial interest” 
in Tel-A-Sign, Inc., a large 
mass producer of illuminated 
plastic point-of-purchase signs. 


Cleaver-Brooks Names 
Three Executives 


Cleaver-Brooks Company has 
named two new directors and a 
vice-president. James G. Brooks, 
Cleaver-Brooks vice-president in 
New York, and J. E. Uihlein, Jr., 
have been placed on the board 
of directors. H. F. Holtz, former 
sales manager, has been named 
vice-president and general man- 
ager of the Packaged Boiler 
Firetube Division. 

All other directors have been 
reelected. They are: John C. 
Cleaver, chairman of the board 
and president; F. W. Hainer, ex- 
ecutive vice-president and pres- 
ident of the Springfield Water 


Tube Boiler Division; Dr. H. A. 
Gygi, and P. H. J. Schmidheiny. 


RICHARD F. SAPPA 


Nu-Mac Names Sappa 


Nu-Mac Mfg. Co., manufac- 
turer of Call-Ette garment 
conveyors, has appointed Rich- 
ard F. Sappa director of sales. 
Nu-Mac recently purchased the 
assets and machinery of Collete 
Mfg. Co., former manufacturer 
of the Call-Ette conveyor. 


First With PDQ 


Loraine Cleaners and Dyers, 
Inc., Chicago, recently became 
one of the first firms in the in- 
dustry to operate the new 
White PDQ multistop trucks. 
This model B-10 for Loraine 
has 315-cubic-foot load space 
and has been arranged to hold 
three rows of garments. Engine 
is 4-cylinder, 70 hp. 


Signal Expands Manufacturing, Warehouse Facilities 


The Signal Chemical Com- 
pany, Bedford, Ohio, has com- 
pleted an 11,000-square-foot 


TH 


addition to its plant at a cost 
of $100,000. This is the com- 
pany’s second expansion in two 
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WHEN MIDWEST wanTED THE BEST 


they specified MARLO WS U 


‘. Sees 
t 


Midwest Machinery Com- 
pany builds a complete line of 
automatic and manual! dry- 
cleaning machines in both 
two-bath and single-bath 
models. These fine units are 
available in 40, 60 and 100- 
pound sizes. To assure the 
best possible operation for 
this line of packaged units, 
Midwest selected Marlow 
Pumps as standard equip- 
ment. These efficient vertical, 
self-priming pumps handle 
solvent from tanks to filter. 
For many years, Marlow 
Pumps have helped make 


OCTOBER 1960 


The HEART of any 


good drycleaning equipment 
better! Marlow drycleaning 
pumps are specially engi- 
neered for the job. A Remite 
seal eliminates shaft leakage. 
There’s no solvent loss— 
floors stay dry and clean. And 
—Marlows handle petroleum 
or synthetic solvents with 
equal ease. No pump worries, 


drycleaning unit 


is the PUMP! 


plus space-saving design, 
sturdy construction, quiet 
operation—are just a few of 
the many other Marlow ad- 
vantages. 

Write today for complete 
information on these efficient, 
dependable, long lasting 
pumps and the name of your 
Marlow dealer. 


MARLOW PUMPS 


DIVISION OF BELL & GOSSETT COMPANY 
Midland Park, New Jersey 


Morton Grove, Illinois « 


Longview, Texas 





37 x 30 DRYER 


4. ae 





Wlaahette 


— increase shirt production, handle more pounds 
of laundry, more garments per day! Wash ‘n’ wear 
garments need only minor touch-up when laundered 
in Cook equipment. Tumblette available in 50-lb. 


capacity, 


Washette in 25-50-75-100 Ib. capacities. 


For illustrated brochure and name 
of nearest distributor, write — 


Coo 


MACHINERY CoO., 


INC. 


4301 SOUTH FITZHUGH 
Dallas 10, Texas 


WASHERS e« 


EXTRACTORS oe 


DRYERS 


OPEN END WASHER 





The facilities in- 


manufacturing 


dock 


years new 


clude ware- 


house ind space 


Fulton Names Florida Rep 


The Fulton Boiler Works, 
Pulaski, N. Y., appointed 
Burnette Machinery Company 
Orlando, Florida, to 
it in the central Florida 
President of the company is B 


has 


represent 
area 


associated with 


30 years. 


QO. Burnette, 
the industry for 


Curtis Names Smith 


Curtis Manutacturing Com- 
pany, St. Louis, has appointed 
Howard E. Smith advertising 
manager. He will be engaged 
in production and sale of auto- 
and _ air-condi- 


motive service 


tioning equipment 


Ajax Sales Meeting Features Seminars 


The annual sales meeting of 
Ajax Presses was held recently 
Salt Lake City. New Ajax 
products were unveiled during 
classes 
field 


new 


the meeting and 
held to help Ajax 
visors introduce the 
‘ls with the 


ition 


were 
supe I- 
mod- 
deale: 


company s 


rgzaniz 
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those attending the 
meeting were: Nicholas Strike 
general manager (center, head 
of table); John Strike, factory 
manager (left); George 
Strike, sales manager ( right). 
Speakers product 
inalysis and 


Among 


and 


discussed 
design, national ad- 


vertising, sales manual use 


FRANK GROSSO 


JERE PINCO 


Kenston Add Two Sales Representatives 


Frank Grosso has joined the 
Kenston Corporation’s sales 
force. Mr. Grosso, who has over 
10 years experience in the dry- 
cleaning machinery and supply 
field, will cover Queens and Suf- 
folk Counties in New York. 


Registered Promotes 
Arvedon 


Saul Arvedon, director of 
sales for the Registered Shirt 
Laundry Association, Inc., has 
been named vice-president in 
charge of sales. 


THE 


Jere Pinco has also joined 
the sales force of Kenston Cor- 
poration. He has years 
experience as a salesman for 
allied trades firms in the state 
of Connecticut, the area he will 
cover for Kenston. 


seven 


O & S Appoints Lamp 
Orr & Sembower, Reading, 
a., has appointed Richard W. 
Lamp manager of production 
for the company, which manu- 
factures packaged automatic 
boilers. 
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with the Drycleaning Industry | 


T7414: 


AT cosT! 


National Indemnity Exchange 
National Fire Insurance Exchange 


3820 WASHINGTON BLVD. 


* ST. LOUIS 8, MISSOURI 


PROPLE AND PLACES 


northwest 


Mrs. Florence Smith is the new 
owner of Minnehaha Cleaners 
and Tailors, 5409 St. Johns Rd., 
Vancouver, Wash. 


Mike Paluck of Mt. Hood 
Cleaners and Laundry, Sandy, 
Ore., has opened a coin-oper- 
ated laundry in a new building 
on Broadway in Estacada. 


Julian Soland of Westhope 
(N. D.) Dry Cleaners has pur- 
chased property on First Ave., 
where he plans to build a cin- 
der-block plant. 


Nu Method Cleaners, Silverton, 
Ore., operated by Mr. and Mrs. 
Nick Weiss, has remodeled its 


call office. 


Archie’s Cleaners, Cottonwood, 
Idaho, operated by John Du- 
man, has been moved to a new 
building on King St. 


Merlin Penrod is the new owner 
of Oxford ( Neb.) Cleaners. 


Earl McPeck has completed 
improvements at his drycleaning 
plant in Harvard, Neb. 


Toman Cleaners, Mandan, N. 
D., has completed construction 


of an addition to house the 


office. 


A grand opening was held re- 
cently at Council (Idaho) 
Cleaners by Mr. and Mrs. Ron- 
ald Lewandowicz. 


Mr. and Mrs. R. G. “Rudy” 
Smith are the operators of the 
new Silverton (Ore.) Dry 
Cleaners, 108 S. Water. 


Mr. and Mrs. Charles H. Mc- 
Clellan have opened a dry- 
cleaning establishment in the 
Lloyd Center at N. E. 11th and 
Weidler, Portland, Ore. 


Mr. and Mrs. Otis Anderson 
have sold Keizer Cleaners, 
4954 River Rd., N., Salem, 
Ore., to Mr. and Mrs. Derral 
Burright. 


Mr. and Mrs. Frank Hunter 
have purchased City Cleaners, 
Ontario, Ore. 


Lincoln Cleaners, Grants Pass, 
Ore., is now operated by Leon- 
ard Yarberry. 


L. D. Novasad of Central Point 
(Ore.) Cleaners has installed a 
new shirt unit. 


southeast 


A remodeling program at 
Highland Cleaners on Raeford 
Rd., Fayetteville, N. C., will 
double the size of the plant, 
owner Chester L. Stephenson 
has announced. 


Mildred and George Gurganus 
are the proprietors of G & M 
Cleaners, recently opened on N. 
Caswell St., La Grange, N. C 
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New River (N. C.) Cleaners and 
Laundry, owned by Jim Out- 
land, has completed a remodel- 
ing program to accommodate 
laundry facilities. The firm is 
located in the New River Shop- 
ping Center. 


Fleet Earp, owner, has an- 
nounced that _ Tiptonville 
(Tenn.) Cleaners is now oper- 





ALMORE 


DYES 
SWEATERS 


Beautifully® 


Cashmere 
Nylon 
Angora 
Ban-lon 


Wool 


* Offer 
this profitable 
and satisfying 

service to 
your 
customers 
in full 
confidence. 


Tell your customers——"‘DYEING SAVES BUYING" 


DYE HOUSE 
DYEING is our ONLY Specialty 


4412 Wentworth Ave., 








Chicago 9, Illinois 
Leon Teichner, President 
Continuously in business since 1919 
... the dyeing name of undying fame 











NEW 


... and especially for you! 


More Profit — Less Work 
Better Alterations — FASTER 
with the NEW 


U.S. Model 718-2 


Blind Stitch Machine 


This new, compact, thoroughly efficient blind stitch machine combines 


engineering skill and experience. It licks any problem of hemming very 


fine materials and man-made fibers . . . 


and yet it works perfectly on the 


heaviest fabrics including corduroy and the cuffs of heavy trousers. 


GIVES MORE SERVICE — GETS MORE CUSTOMERS 


U. S. BLIND STITCH MACHINE CORP. 


231 WEST 29TH STREET, NEW YORK 1, 


iting its brand-new plant. All 
of the old equipment has been 
re pl: ice “d 


Piedmont Cleaners has opened 
2 branch office in the Suburban 
Plaza, Atlanta, Ga., with Mrs. 
Julia Johnson as manager. 


Extensive remodeling of Spot- 
Cleaners, 224 N. Center 
Goldsboro, N. C owned by 
J M t ordham has bee mn com 
sleted 


} 
less 


Clark Dry Cleaners, Manning, 
S. C., operated by W. J. Clark, 


has been moved to quarters 
formerly occupied by Carolina 
Cleaners. New equipment has 
been installed. 


Terrell Hazlett, operator of 
Hazlett Cleaners, Stamps, Ark., 
recently completed remodeling 
his plant and adding new equip- 
ment 


An open house was held re- 
cently at Cinderella Cleaners, 
located in the Sehorn Bldg., 
19-21 Davidson Dr., Concord, 
N. C. Jimmy Sollomon, owner, 
also operates Sollomon Clean- 
ers on Smith St. 


northeast 


Arthur “Mitch” St. Michel has 
announced plans for the estab- 
lishment of Mitch’s Dry Clean- 
ing, Marlboro, Mass 


Roxy Cleaners, owned by Harry 
Kachadoorian, is to be housed 
in a newly constructed building 


in Wvynantskill, N. Y. 


been 
Ave . 


Mr. Klean Cleaners has 
opened at 322 Wanaque 


Pompton Lakes, N. J 


4 storage vault has been in- 
stalled at Tieman’s Cleaners, 
1714 Union St., Schenectady, 
N. ¥ 
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Robert Ide, former owner of 
One Hour Martinizing Cleaners 
in Branford, Conn., is now the 
owner of Colony Cleane rs, lo- 
cated in the Colony Plaza, 
Meriden. 


Willow St., 
added a 


Bogosian Cleaners, 
Massena, N. Y., has 
storage vault. 


Construction of a new drive-in 
for Lockwood Cleaners and Re- 
liable Laundry is under way at 
Main St., Olean, N. Y. Jeff 
Waldrip and Lloyd J. Bartholo- 
mew are partners in the firm, 
currently at 804 W. State St. 


LAckawanna 4-9144 


north central 


Five additional outlets, which 


will raise the number to 65, 
are being opened by Spic & 
Span, Inc., drycleaning and 
laundry firm of Milwaukee, 
Wis. The units are located at 
1500 S. Muskego Ave., 2049 
W. Fond du Lac Ave., in the 
Thiensville Shopping Center, in 
the Mitchell Park Shopping 
Center at W. National Ave. and 
S. 27th St., and in the Layton 
Shopping Mart in Cudahy. E 
A. Miller, president of the firm, 
announced that five more units 
are expected to be in operation 
by early 1961. 


Andre Gelpi, president of Swan 
Super Cleaners, Columbus, 
Ohio, has announced the open- 
ing of a new unit, at Frebis 
Ave. and Lockbourne Rd. 
There are now 32 Swan stores 
throughout Greater Columbus. 


Cleaners on 
Xenia, Ohio, 
damaged by 


Happy Day Dry 
Fairgrounds Rd., 
was extensively 
fire recently. 


Krause Cleaners, 15 North 
Ave., Mount Clemens, Mich., 
has added a storage vault. 


Dale and Wanda Courch have 
purchased Town and Country 
Dry Cleaners, Branson, Mo., 
from Irvin and Dortha Pulley. 


THE 


Pantorium Cleaners will be 
among the shops in the new 
East Central lee Hen Plaza, 
Miamisburg, Ohio. 


Extensive remodeling of the 
Bakeris Cleaners building at 
318 Harrison St. Davenport, 
Iowa, has been started by 
owner Sam Bakeris. 


A storage vault has been added 
at West Side Cleaners, Crebs 
Ave., Carmi, II. 


Jeffrey Kelsey has purchased 
the Village Hall on Main St., 
Melrose, Wis., for establish- 
ment of a drycleaning con- 
cern. Mr. Kelsey previously 
operated a pon ME wen busi- 
ness in Rockford. 


Mr. and Mrs. H. L. Williams 
have purchased the building at 
801 Eighth Ave., S.E., Cedar 
Rapids, Iowa, and after a re- 
modeling program will move 
their Esquire Cleaners, 120 
Third Ave., S.W., to this loca- 
tion. 


Charles McNevin, operator of 
Eastland Cleaners, 4736 E. 
10th St., Indianapolis, Ind., has 
added new drycleaning equip- 
ment. 
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Canada 


Ted Harding is the new man- 


ager of Haliburton (Ont.) Dry 
Cleaners. 


Nu-tone Drycleaners, 701 Bulli- 


vant Crescent, Medicine Hat, 
Alta., has been officially opened 
under the new management of 
Nick Waldman. The firm was 
formerly owned by N. V. 
Lowrey. 


Ernestine Pigeau and Lucille 
Desmarais, sisters, have pur- 
chased St. Paul ( Alta.) Cleaners 
from Mr. and Mrs. Phil Demers 


Ed Huls has purchased Ste. 
Rose ( Man.) Dry Cleaners from 
Arthur Ogg and Alphonse Lebel. 


Spic and Span Drycleaners on | 
Wyse Rd., Dartmouth, N. S., | 
has added new shirt equipment. | 


City council approval was rec- | 


ommended for an application 


by Page the Cleaner and Fur- | 
rier for construction of a dry- | 
cleaning plant at 109th St. and | 


86th Ave., Edmonton, Alta. 


Fire of «mknown origin de- 


stroyed Ellis Dry Cleaners and 
Laundry, owned by Frank El- 
lis, and located on Water St., 
Little Current, Ont. 


Charlie Godfrey, owner of 


Carleton (Ont.) Cleaners, has | 


opened Sno-White Coin Wash 
at Lake Ave. E. and Beckwith 
St. 


southwest 


Lee Mack Cleaners, 503 E. Sec- 
ond, Roswell, N. M., has in- 
stalled a storage vault. 


JerMay Dry Cleaners has been 
established at 12438 Ventura 
Blvd., Studio City, Calif. J. Root 
is the owner of the JerMay 
chain, with other plants in Bel 
Air, Westwood and Beverly 
Hills. 


Mr. and Mrs. S. C. McElwany 
are the new owners of Foot- 
hill Cleaners, 9718 Foothill, 
Cucamonga, Calif. The new 
owners also operate Cadet 
Cleaners in Ontario. 


Fanset Cleaning and Laundry 
Co. has opened a branch at 
Olive and Verdugo Aves., Bur- 
bank, Calif. 


Olen Rhoten, operator of De- 
luxe Cleaners, Portales, N. M., 
has purchased College Cleaners 
from T. R. Allen. 


Mr. and Mrs. Bill Titus have 
taken over Paonia (Colo.) 
Cleaners. 


Ruth Cross and H. A. “Chuck” 
Preston recently opened One- 
Hour Martinizing Dry Clean- 
ers in the Idlewild Shopping 


Center at Stevens Creek Road | 


and E. Estates Dr., Cupertino, 
Calif. 


Mr. and Mrs. Del Mohr have 
announced the opening of For- 
estville (Calif.) Cleaners and 
Laundry, 107 First St. 


Opening of a third Slater- 
White drycleaning and laundry 
establishment, at 3600 Freder- 
icksburg Rd., San Antonio, 
Tex., has been announced by 
Orval Slater, the firm’s presi- 
dent. Other locations are at 110 
W. Josephine in the Fort Sam 
Houston Village and at 6000 
Broadway. 


Clarkwood Dry Cleaners has 
been opened by Con Kotsiopu- 
los at the Clarkwood Shopping 
Center, 1921 El Camins Rd., 
Mountain View, Calif. 


More than 100 guests attended 
the grand opening of Sierra 
Drive-In Cleaners, Chowchilla, 
Calif.. held by Marian and 
Elisha Richardson. 


E & M Cleaners, Pueblo and 
Freeway, Napa, 
been purchased by Mrs, Patri- 
cia Lucas, former employee 


OBITUARIES 


Roger Lacy Conger, 25, son of Roger N. Conger, president 
of Hammond Laundry-Cleaning Machinery Company of 


Waco, Texas, was killed in 


an automobile accident near 


Mannheim, Germany. Young Mr. Conger had just com- 
pleted a successful business trip for the firm. He was a 
graduate of Waco High School and the University of 
Texas. Mr. Conger received an Air Force commission from 


OcTOBER, 1960 


Calif., has | 


RELIABLE 
COLD 
STORAGE 
AND 
DRY 
STORAGE 
PACKAGE 


now, you can convert 


any plant space, 
including basements, 


MACHINE WORKS, INC. 
231 EAGLE STREET, 
BROOKLYN 22, N. Y. 


MODEL ¥(-200 


MODEL DS. 100 











ELIMINATE ALL TROUBLESOME 
LINT PROBLEMS for only $7450 


The new Superior Lintrap measures only 20%” x 20%” x 
25” with 8” intake and 10” exhaust. Here is how this 
tremendous new Lintrap can help you: 

-- ’ ; { - 









® A lifetime installation—no moving parts to get out of fix. 

® Made of heavy gauge metal to withstand rough handling. 

® Lintrap is installed directly on top of tumbler or any other convenient 
location 

® Simple construction permits easy installation at very little cost. 

® Multiple Lintrap units may be installed with one opening to atmos- 
phere 

@ Lint spece makes cleaning necessary on an average of once a week. 
Only in rare instances more than twice a week, then surplus lint can 
be removed without interruption to the machine. 


FOB Gadsden, Ala., or thru local jobber or distributor 


V & W EQUIPMENT CO. iic.c"ca"* 
















Ze GO 

removes pilled, 
knotted condition 
from sweaters 























—— Box of oye wees om 
—— and other 
- &e GO fabrics easily. 
worth Ze-Button Wrap 
$2.25 roll saves you 
when $300 in your 
you buy a roll of free Sewing 
Department. 
— Ze-Button Consult Your 
Wrap Jobber 

















Te] products 


Zimmerman Co. Cincinnati 19, O 





ROTC training upon graduation and completed his tour 
of duty last December, most of it having been served in 
Germany. Besides his parents, he is survived by a sister 
and his maternal grandparents, Mr. and Mrs. W. S. Ham- 
mond. 


Louis M. Bernstein, 63, part owner of New Richmond 
Cleaners, Cleveland, Ohio, died recently. Mr. Bernstein had 
been in the drycleaning business for more than thirty years. 
He is survived by his son. 


Edward C. Breen, 77, founder and president of Breen’s 
Cleaners & Furriers, Chicago, Illinois, died recently. Mr. 
Breen is survived by his wife, son and two daughters. 


Harry Doctor, 68, president of Vogue Cleaners, High Point, 
North Carolina, died recently. Mr. Doctor was a veteran of 
World War I and a member of Jewish War Veterans, 
Woodmen of the World, Piedmont Camp 62, Kiwanis 
Club, and was a Mason and Shriner. Surviving are his 
wife and daughter. 


Herman Fish, 58, president of Acme Dry Cleaning Com- 
pany, Youngstown, Ohio, died recently. Mr. Fish was a 
member of the Youngstown Area Chamber of Commerce. 
He is survived by his wife, two daughters and son. 


Harry O. Gillogly, 75, president of Olde Towne Cleaners, 
Inc., Zanesville, Ohio, died recently. Mr. Gillogly served 
as director of the Council on Human Rights and in 1958 
was awarded the Outstanding Community Service Award. 
He was a member of the Kiwanis Club and of the United 
Commercial Travelers. He is survived by his wife and 
daughter. 


Wilbur H. Kean, partner in Kean’s Dry Cleaners and 
Laundry, Baton Rouge, Louisiana, died August 16. Mr. 
Kean was educated at Louisiana State University. He was 
a board member of the American Institute of Laundering 
from 1938-1942 and from 1946-1950, and a former board 
member of the Southern Laundryowners Association, 
Louisiana Laundryowners Association, Baton Rouge Insti- 
tute of Laundering and the Chamber of Commerce. He 
was a member of the Rotary Club and Baton Rouge Country 
Club. 


Clayton W. Miller, 67, former president of David Weber, 
Inc., drycleaning establishment of Chicago, Illinois, until 
his retirement last October, died recently. His survivors 
include his wife and a son. 











GAS BOILERS 


Vertical tubular 
Vertical flueless 
Portable horizontal 


Fully automatic units including boiler feed or complete 
return systems. All boilers ASME Code & National Board. 


Specializing in boilers for the garment 


Over 10 sq. ft. heating surface per H. P. all sizes of HRT's. 


P. M. Lattner Mfg. Co. 


OIL BOILERS 


Vertical tubular 
Vertical flueless 
Portable horizontal 


and cleaning trades since 1916. 


Cedar Rapids, lowa 


Dealers & Distributors most everywhere 
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INCREASE PROFITS WITH 


BERLOU 


MOTHPROOFING SERVICE 


THREE-YEAR WRITTEN GUARANTEE 
Get increased volume and profits from PRESENT CUSTOMERS with a 





Berlou Mothproofing Department. Helps attract new customers, too. 
Berlou, established in 1930, is used by more professional mothproofers 
than all other mothsprays combined. Write for Berlou Profit Builder 
Plan. Berlou Manufacturing Co., 435 Monroe Street, Marion, Ohio. In 
Canada, The Berlou Company, Lid., London, Ontario. 


October 22, 23 and 24—Ohio Drycleaners Association, Neil 
House, Columbus. 


November 11 and 12—Pennsylvania Association of Dyers 
and Cleaners, Penn-Harris Hotel, Harrisburg. 


November 11, 12 and 13—Cleansing Plant Owners of Massa- 
chusetts, Inc., Schine Inn, Chicopee. 


November 11, 12 and 13—Oregon State Drycleaners Asso- 
ciation, Gearhart Hotel, Gearhart. With exhibit. 


November 16, 17 and 18—Laundry and Cleaners Allied 
Trades Association, Hollywood Beach Hotel, Holly- 
wood Beach, Florida. 


November 18, 19 and 20—Illinois State Drycleaners Associa- 
tion, Hotel Sherman, Chicago. 


December 2, 3 and 4—Michigan Institute of Drycleaning, 
Detroit-Leland Hotel, Detroit. With exhibit. 


December 3 and 4—Mississippi Laundry and Cleaners Asso- 
ciation, Edgewater Hotel, Biloxi. 


December 3 and 4—Wisconsin & Upper Michigan Dry- 
Cleaning Institute, Inc., Schroeder Hotel, Milwaukee. 
1961 


January 14 and 15—Minnesota Institute of Laundering & 
Cleaning, Hotel Nicollet, Minneapolis. 


January 21, 22, 23 and 24—National Institute of Rug 
Cleaning, Chalfonte-Haddon Hall Hotel, Atlantic City, 
New Jersey, With exhibit 


January 21 and 22—Oklahoma Association of Drycleaners, 
Municipal Auditorium, Oklahoma City. With exhibit. 


January 
Association, 


27, 28 and 29—Louisiana Laundry & Cleaners 
Monteleone Hotel, New Orleans. 


January 31 and February 1—American Institute of Launder- 
ing, Bellevue-Stratford Hotel, Philadelphia, Pennsy]l- 
Vania 


February 2, 3, 4 and 5—National Institute of Drycleaning, 
Philadelphia, Pennsylvania. With exhibit. 


OCTOBER 1960 








Perfect Finishing for 


NOW WASH-N-WEAR 


with Gross Star TRIPL-SAFE 
Grid Plate or Gross Star 

TRIPL-SAFE 
Perforated 
Hot Head 
Plate 







Patented 


Triple Filtering 
cuts heat, ends jet- 
ting, stops nickel marks. 


YES! Perfect heat at head for synthetics, silks, wools, 
cottons, any known fabric—with clouds of steam and 
NEVER a jet. 


Scientifically Napped Surface is part of the plate, 
can't wear off—will NOT SHINE any fabric. 





Single Plates TRIPL-SAFE GRID PLATE 
LOW COST 


Still Only 
Under 46” $16.85 Under 46” . $29.75 
Over 46” $21.75 Over 46” $38.75 
Mushroom $12.50 Mushroom $21.75 

















from your jobber 











GROSS STAR TRIPL-SAFE GRID PLATI 


PATENTED t. BEHR 






STOCK CO 











PORTABLE BAGGER 
This light weight bagger requires only |! 
sq. ft. of space and will hold up to 7 hangers 
. Triple action locking device holds 
saiced rod securely at desired height. Foot 
; release allows raised rod to drop instantly 
to a cushioned stop — quietly. Attractively 
finished in aluminum and light grey enamel. 


EGO. nieceateentatedl $20.85 each 
KD BAG RACK 


Eliminate lost items, gain greater coun- 











ter output . . . promptly bag customers 
garments at your counter. KD BAG 
; RACK is faster — atin easier to 
attach and remove bag Bright nickel 
i. finish 
PRD OD in sisinectsiiiiiaicncedl $6.00 set 
Counter Bags available in cotton, nylon, 


matural and color. Durable quality, 
24” x 28”, grommeted with drawstring. 


COUNTER GARMENT RACKS 
Neat, durable fixtures on which to hang 
garments during check out. Keeps clothes 
wrinkle free and off soiled counters. Avail- 
able with round base, tray base, or floor 
base. All KD counter racks have a set screw 
in each base to keep the hook properly lined 
up and prevent rod from turning. 
.. $4.50 each — Round Base 
ee teens $5.50 each — Tray Base 
HANOY $4.95 each — Floor Base 


ASK YOUR SUPPLIER ABOUT KD... 
KD Numbering Outfits 


Identification Tags and 
Systems 


TRAY BASE 
KEEPS PINS 


Price.. 





Brass Tags and Rings 
Rack Dividers 
Pin Straighteners 


Flag Markers Pin Set Transports 





THE 


KEYES-DAVIS/ 


COMPANY 


79 14th St., Battle Creek, Michigan 
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Where buyers and sellers meet 

















15¢ a word for the first insertion and 12¢ a word for each subsequent, 
consecutive insertion of the same ad. Advertisements set in capitals 
or bold face type 20¢ a word, first insertion; 15¢ a word for subse- 
quent, consecutive insertion. Minimum charge—$2.50 (new or repeat). 
Help Wanted and Situations Wanted ads 10¢ a word for first inser- 
tion, 8¢ a word for each subsequent, consecutive insertion for same ad. 
Advertisement set in capitals or bold face type 15¢ a word, first in- 
sertion; 12¢ a@ word ‘or subsequent, consecutive insertion. Minimum 
chorge—$1.50 (new or repeat). 

Add five words if answers are to come to a box number to be for- 





worded by us. Be sure to write your copy, name and address plainly. 
Advertisements in this department must be in ovr hands NOT LATER 
THAN THE 10th OF THE PRECEDING MONTH. 


Cash must accompany all orders for advertisements in our classified 
columns, No book accounts can be opened, os the low charge made 
does not permit this expense. 


Rates for classified advertising are net. Classified advertising is not 
commissionable. 





Mail Your Replies to Box Numbers to The National Cleaner, 466 Lexington Avenue, New York 17, N. Y. 








CLEANING PLANTS FOR SALE 





For sale: South Denver modern, well-equipped synthetic cleaning plant. 
Gross $1,000 weekly, 70° cash-and-carry, ideal location in fast-growing 








area. Low rent, $15,000 down, balance easy terms, 6°. ADDRESS: Box 
9193, THE NATIONAL CLEANER. 2 
For sale in eastern Asinenn.. Complete, small drycleaning plant. Gross- 
ing $20,000 yearly. $6,500—half down, balance on terms. ADDRESS: 
Box 9239, THE NATIONAL CLEANER. -2 
For Sale: Small solvent plant in central Wisconsin, good location, top 
prices. Equipment very good. ADDRESS: Box 9250, THE NATIONAL 
CLEANER. -2 
Northern Arizona—Reduced for quick sale. Complete solvent plant, 


ideal for working man and wife or partners. 1959 gross $26,000. Selling 
price only $12,500, one-half down, or $11,500 cash. Plantowner-owned 
building in ideal location. Wonderful year-round climate. Wish to retire 


ADDRESS : Box 9251, THE NATIONAL CLEANER. -2 


Modern steam leandry | for sale, as little as $5,000 down, in fast-growing 

west Texas oil city of 10,000. Wonderful opportunity for couple willing 

to work, gross $40,000 year. L. C. Scott, Phone 3322, Lamesa, Texas. 
9263-2 





Beautiful drive-in solvent plant and laundry. Finest loca- 


ADDRESS: Box 9264, THE NATIONAL 
-2 


Massachusetts 
tion. Owner planning to retire. 


CLEANER 


For Sale: Well-established wholesale redye business in Lewiston, Maine, 
with very good clientele. No competition in the whole state. Owner 
wants to retire but is willing to teach young ambitious man the trade. 


Nice income. ADDRESS: Box 9265, THE NATIONAL CLEANER. -2 


For sale: Modern Prosperity synthetic plant, best location, across street 
from big new bank and city hall. 90°% cash-and-carry. Good prices. 
Paid out in 7 years, will take $20,500. Must retire. ADDRESS: Box 9266, 
THE NATIONAL CLEANER. “2 


CASH-AND-CARRY modern solvent plant in a fast-growing town of 
23,000. New building with excellent lease and all new equipment. Easy 
drive-in window and ample paved parking, top location. Designed and 
equipped for maximum efficiency by a man who has been in the 
cleaning business a lifetime. This plant has been in operation for 7 
months and is doing good volume of business. Price $35,000 with terms. 
Coleman Bennett, Real Estate, 411 W. Main, Farmington, New Mexico 

9268-2 


Drycleaning plant, Miami, Florida. Gross approximately $70,000 yearly, 
$39,500 first 6 months 1960. New 100 lb. Midwest washer-extractor. The 
nicest medium-sized plant in town. Building 3,200 square feet. Rent 
$300 plus taxes. 10-year lease, 10-year option. Price $53,000, $29,600 
cash, balance terms. ADDRESS: Box 9269, THE NATIONAL CLEANER. 

-2 


Clearwater, Florida. Beautiful drive-in solvent plant, 
storage. Finest location. Yearly volume $85,000. 75°, drycleaning with 
90°% cash-and-carry. Only $65,000 and easy terms. For this and other 
profitable plants, contact: [ley Realty, 1717 Drew Street, Clearwater, 
Florida 9267-2 


laundry and cold 


For sale or lease, one of the finest cleaning plants in Rhode Island 


Srossing $45,000. ADDRESS: Box 9280, THE NATIONAL CLEANER. -2 
Modern, well-equipped synthetic plant, same location 20 years, $10,000 
jown, balance on terms. Reputation for quality work. ADDRESS: Box 
9281, THE NATIONAL CLEANER. -2 
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FOR SALE: BUSINESS ESTABLISHED 1932, NEW CEMENT BLOCK 
BUILDING 30 x 70 WITH BASEMENT. PROSPERITY SUPER 7-C CLEAN- 
ING EQUIPMENT. LOCATED IN PROSPEROUS NORTHEASTERN NEW 
YORK VILLAGE OF 5,000 POPULATION. PRICE $42,500. OWNER WANTS 
TO RETIRE. ADDRESS: BOX 9282, THE NATIONAL CLEANER. -2 


Established plant in Ohio. Exclusive s of h hold furnishings. 
Equipment in perfect condition. Established clientele, demanding quality 
work and pay top prices. Good lease, exceptional opportunity. ADDRESS: 
Box 9283, THE NATIONAL CLEANER. -2 





Complete synthetic drycleaning plant. Vic equipment, 4 years old. 
15,000 shopping population. Grossed $21,000 1959. Excellent location. 
Same Day Cleaners, 814 - 8th Avenue, Palmetto, Florida. 9289-2 


SOUTHERN ARIZONA, ONE OF THE MOST MODERN CLEANING 
PLANTS IN ARIZONA. DOING BIG BUSINESS, SHOWING BIG PROFITS. 
THIS PLANT IS A CLEANERS DREAM. UNDER SAME OWNERSHIP FOR 
13 YEARS. PRICE FOR PLANT $150,000. WILL SELL BUILDING FOR 
$100,000 OR GIVE GOOD LEASE. FOR FULL DETAILS ADDRESS: Box 
9290, THE NATIONAL CLEANER. 2 


Modern petroleum plant two washer-extractors, cold storage, shirt laun- 
dry. Long-established business, good prices. Central New York state. 
Over $160,000 volume. Good terms, can be purchased with or without 
real estate. Excellent opportunity. ADDRESS: Box 9291, THE en 
CLEANER. 








BUSINESS OPPORTUNITIES 


DRY SIDE FLAMEPROOFING. ATTENTION LARGE PETROLEUM PLANT 
OWNERS. We are looking for strategically located large petroleum plants 
interested in flameproofing draperies, efc., using a new, tried and prov- 
en process on a franchise basis. ADDRESS: Box 9247, THE NATIONAL 
CLEANER. “11 














SITUATIONS WANTED 


M ‘'s positi wanted. University graduate on merchandising, 
graduate four cleaning schools, holds a certificate from N.C.&D., and also 
R. R. Street & Co. 24 years in the industry. Have managed and set up 
plants. Would like position as ger as a permanency. Prefer plant 
where owner is going to retire in the next three to five years, with future 
ownership in mind. Family man, strictly sober. ADDRESS: Box 9212, 
THE NATIONAL CLEANER. 5 











Young family man wants supervisor's position with drycleaning chain. 
Graduate of N.I1.D. general and management courses. Seven years in 
the industry. Would consider relocation. ADDRESS: Box 9292, THE 
NATIONAL CLEANER. 5 


Manager's position wanted. 21 years experience. Know all phases of 
laundry and drycleaning. Managed plants for ten years. Owned and 
operated plant 11 years. 41 years old, family man, sober. Wife has 15 
years counter and bookkeeping experience. Would prefer south Florida 
location. ADDRESS: Box 9293, THE NATIONAL CLEANER. 5 


THE NATIONAL 


CLEANER 











HELP WANTED | 


LARGE PETROLEUM PLANT MANAGER. An unusual opportunity is now 
available for the position as senior field technician in the Middle Atlantic 
states area to sell and service drycleaning detergents manufactured by | 
one of America’s leading research and manufacturing organizations. | 
REQUIREMENTS: 1. Petroleum plant managerial experience. 2. Unques- | 
tionable character. 3. Ability to pass rigid aptitude tests for mental and 
sales ability. REWARDS: 1. Thorough technical and sales training. 2. 
Substantial guaranteed salary and expense plus a highly attractive in- 
centive plan. 3. Liberal retirement income plan and life insurance plan. 
4. Unlimited opportunity for advancement and earnings. This is a cor- 
porate organization and we employ no relatives. Write all details re- 
garding experience, education and other qualifications. ADDRESS: Box 
9214, THE NATIONAL CLEANER. 7 











Working manager for medium-sized petroleum p’ant, working about 
25 employees. Must be able to handle any job from front to back. Must 
be family man, sober and in good health. Apply to Melody Cleaners, 
P.O. Box 1823, Yuma, Arizona. 9246-7 





24-HOUR SERVICE 


All Work if ; 
Guaranteed yy = 


sone 
WEAVING SERVICE 


210 W. VAN BUREN STREET CHICAGO 7, ILL. 
“FREE SALES KIT” 


America’s Leading Reweaving Service 








WANTED: Working foreman for central Illinois modern petroleum 


Aucti 








cleaning plant. Must have knowledge of spotting, finishing, pr 
and some mechanical ability. Real opportunity for young talented man 
on the upgrade, or older man with successful experience desiring a 
change. Please state reference and approximate salary desired in first 
letter. ADDRESS: Box 9254, THE NATIONAL CLEANER. 7 


WANTED MAN AND WIFE TEAM TO BUY SANITONE PLANT. MUST 
HAVE AT LEAST TEN YEARS EXPERIENCE. NOTHING DOWN BUT 
MUST HAVE FUNDS TO BUY CURRENT ACCOUNTS RECEIVABLE AND 
MEANS TO ADVERTISE EXTENSIVELY FIRST YEAR. MODERATE MON- 
THLY PAYMENTS, 5°/, INTEREST. PLANT LOCATED SOUTHEAST 
WYOMING. ADDRESS: Box 9276, THE NATIONAL CLEANER. 7 


Interesting-challenging position. Field service salesman. Traveling re- 
quired. All travel expenses paid. Send complete resume and photo- 
graph. Guaranteed salary commensurate with background and ability 
ADDRESS: Box 9277, THE NATIONAL CLEANER. 7 


DYER. Experienced in sample, garments or any dyeing. Old-established 
cleaning dyeing retail plant. State salary, age, references. Write P. O. 
Box 38, Miami 37, Florida. 9294-7 








SALESMEN - DISTRIBUTORS WANTED 


ESTABLISHED SALES TERRITORY—<Accelerated sales expansion program 
requires that we employ additional salesmen. We need experienced rep- 
resentatives with drycleaning background, willing to travel. If you 
qualify, write full details first letter, enclose recent snapshot, state terri- 
tory preference. All replies strictly confidential. This can be your big 
opportunity. Salary and expense allowance against commissions. Write 
T. H. McClinton, STA-NU Corporation, 5101-15 Sheridan Road, Chicago 
40, Illinois 9216-14 











MANUFACTURERS REPRESENTATIVES 





REWEAVING 


““40°/, PROFIT WITHOUT INVESTMENT.” Send us garments with burns, 
tips, holes to be skillfully rewoven by the exclusive WONDERWEAVE 
method. 100 operators, fast service. All work guaranteed for life of gar- 
ment. No investment, time or labor required. OR, do your own reweav- 
ing. We sell equipment for $12 complete with instructions. Replacement 
points $6 each. Write to Wonder Weavers, established 1899, 44 Whalley 
Avenue, Dept. 9, New Haven, Connecticut. 3298-29 








REWEAVING, ONE-DAY SERVICE: Cigarette burns, moth-holes, tears, 
spots in clothes, linens, rugs, upholstery fabrics, like new. Small jobs 
returned same day. Send garments for estimate. GIVE US A TRIAL. 
You'll be amazed to see the difference between our work and what 
you've been getting. Established 1910. American Textile Weaving Co., 
5 N. Wabash Ave., Chicago 2, Ill. 5516-29 





FOR GUARANTEED REWEAYVING SERVICE ship your next damaged 
garment to us. We use the real French-Rochester Method only. Send us 
the difficult jobs that others reject. We will do it right or no charge. 
French Textile Co., Dept. N, 488 Avenue A, Rochester 21, N. Y. 5831-29 





REWEAVING. Complete SALES KIT FREE including signs, advertising 
mats, instruction book, PRICING CHART, work tickets and envelopes at 
NO CHARGE. A prompt efficient WHOLESALE service at a MODERATE 
COST. We reweave the exact pattern in all fabrics. Our complete re- 
weaving service will make you « satisfied, permanent customer. Send 
garment for estimate. Open accounts if desired. MONEY BACK GUAR- 
ANTEE. CINCINNATI REPAIR SERVICE, 125 West 5th Street, Cincinnati 
2, Ohio. 6066-29 





The old reliable “BERGER DAMAGE REWEAVING” serving the cleaners 
and tailors trade almost forty years. The finest type of skilled work only. 
Prompt service, reasonably priced. Our work wins you good will. Esti- 
mates cheerfully made. Return postage paid by us. If you want the 
Best," mail your job to “BERGER DAMAGE REWEAVING COMPANY,” 





MANUFACTURING AGENTS AND REPRESENTATIVES WANTED: Pro- 
gressive national manufacturers of cleaner specialty products seeks six 
top-caliber men as factory agents and representatives to call on dry- 
cleaning proprietors. These men must have experience in plant layout 
and have full knowledge of drycleaning operation. The men we seek 
have already proven themselves and now aim at broader horizons with 
fuller rewards and recognition. Our company offers commission com- 
pensation in five figures, based on proved ability. Send resume in 
confidence to Director of Sales, 2536 - 24th Avenue South, Minneapolis 
6, Minn 9286-19 








CONSULTANTS 


IN TROUBLE? Our chemical analysis of garments and laboratory reports 
place responsibility for damage, and save your money. Charges light. 
HUBBARD CHARLOTTESVILLE, 





TEXTILE CONSULTING BUREAU, RT. 3, 


VA. 6040-25 





LET US TELL YOUR CUSTOMER! Impartial laboratory reports on garment 
damage for settlement of claims, expert testimony for arbitration or 
referee. Prompt service, reasonable fee. TEXTILE ANALYSIS SERVICE, 
53 Auburn Si., Concord, N. H. 3635-25 
Have you a rug cleaning problem? Write Col. James W. Rice, Consultant 
in Rug Cleaning, 2400 Hayden Drive, Silver Spring, Maryland 9287-25 


OcTOBER, 1960 


765 Madi Avenue, New York 21, N. Y. 5966-29 





REWEAVING BY THE SUPERIOR FRENCH PROCESS. MOTH HOLES, 
BURNS, ETC., REWOVEN TO THE EXACT PATTERN. COAST-TO-COAST. 
MODERATE PRICES. SMALL DAMAGES RETURNED SAME DAY Ri- 
CEIVED. SATISFACTION GUARANTEED. SEND A TRIAL ORDER TO- 
DAY. R. M. WEISSERT, 315 NORTH 7TH ST., ST. LOUIS, MO. 5545-29 





MONEY BACK GUARANTEED REWEAVING. Best possible methods. 
None better. Display signs, pricing charts, etc. We supply at no charge 
everything necessary to sell this fine service. Liberal discount. Open 
accounts. Send garment for estimate or ask for Sales Kit. WEAVE 
MASTERS, 125 West 5th Street, Cincinnati 2, Ohio. 





RE-WEAVING AT LOWEST WHOLESALE PRICES, 1-day service, we pay 
return postage, work g teed for the life of the garment. Satisfaction 
or no charge. Special low prices on large damages. Free estimates in ad- 
vance if requested. Write for free signs, pricing rulers, labels. THRIFTY 
WEAVERS, 1412 Adams St., Toledo 2, Ohio. 7446-29 











SEWING ROOM SUPPLIES 


ASK FOR YOUR FREE PRICE LIST OF TAILOR TRIMMINGS—save 60° 
on 100 Talon trouserzippers $11.50—American thread, cuffs, leather- 
patches, pocketing, buttons, Talonzippers. NASSAU NOTIONHOUSE, 
NASSAU, N. Y. 9279-42 
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TRAINING SCHOOLS AND INSTRUCTIONS 


HUBBARD DRYCLEANING AND REDYEING SCHOOL, Route 5, Char- 
lottesville, Virginia. Courses offered in drycleaning (petroleum and 
synthetic), spotting, wetcleaning and dyeing. Study while you work and 
do both to advance yourself. Catalog sent on request. A CORRESPOND- 
ENCE SCHOOL SERVING THE INDUSTRY SINCE 1932. 5902-15 


BIG EXTRA PROFITS IN INVISIBLE REWEAVING! Do it yourseli—in 
your own shop giving customers finest work and prompt service. Find 
out how quickly you can learn to make holes, tears, cuts DISAPPEAR 
from all clothing and fabrics. Famous original Fabricon professional 
method pays up to $10 in an hour—ALL PROFITS! Write for FREE details. 
Fabricon, Dopt. R R, 6238 Broadway, Chicago 40, Illinois. 8398-15 








INSTRUCTIONS IN TAILORING, REPAIRING, DESIGNING and CUTTING 
and women’s garments. (3 Separate Books.) Free booklets 
these books sent on request. Master Designer, Dept. K, 
State Street, Chicago, Ill. 9278-15 


on men’s 
describing 
400 $ 








SUEDE, LEATHER AND FUR SERVICE 





Suede and Leather Specialisis. ‘“‘Lano-Lustre’’ process. Natural oils, color 
and softness restored. Send for information folder and price list. Free 
window display sign with first job. One-week service. Send to—Ward- 
robe Service, 2425 McGee, Kansas City, Missouri. 


8088-15 





SUEDE and LEATHER—Cleaned, dyed, refinished. Guaranteed ‘*FRENCH- 
TEX" process. LaFRANCE DYE HOUSE. 7606 Carnegie Ave., Cleve- 
land 3, Ohio. ‘Members of the S.L.R.A."’ 7947-13 
FROM OUT OF THE WEST, comes suede & leather work at its BEST. 
RICHARD KELLEY’S MEL-O-FLEX SUEDE & LEATHER REFINISHING 
SERVICE, 500 West Grand, Oklahoma City 2, Okla. Member N.1.D. and 
S.L.B.A. 8901-13 











DIRECT MAIL ADVERTISING for cleaners that gets new business at low 
cost . . . reactivates old customers. Write for free samples of famous 
Kolorcards. Reba Martin, Inc., 4201 N. W. 2nd Ave., Miami 37, Fla. 

5947-10 








Suits (double-breasted) made single, $9.95. Mail orders to White Swan 
Cleaners & Tailors, P. O. Box 8083, Jackson, Miss. 8919-10 





DRYCLEANERS! GET 2 FOR 1! Add a profitable service to your present 
business and get individual identification with an outstanding i 
advertised trademark that will serve your present business as well. Pack- 
age pr ti including TV and radio commercials. $3,507 to $8,000 
investment required. Terms available. Unlimited potential in on-location 
carpet and furniture cleaning service field. Experience helpful but not 
necessary. Will train. Exclusive territories open. WRITE. Give references, 
background, qualifications. MAGIKIST SERVICE CORP., Dept. D., Att: 
Carl V. Haga Associates, 705 S. Cicero, Chicago 44, Illinois 








Are you blamed for zipper failures? Zipper lubricating sticks will remedy 
problem. Send for free sample zipper sticks and brochure about causes 
of zipper failures! Paris Services, 429 St. Clair, Toledo 4, Ohio. 9230-10 








MACHINERY FOR SALE 


Two-roll, 100” and 120” AMERICAN and C/L RETURN FEED IRONERS 
MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laundry Ma- 
8310-4 





chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 





42 x 84” AMERICAN MASTER CASCADE double end driven Monel metal 
washers, two-compartment two door cylinders, motor-driven. CUMMINGS- 
LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 





SUEDES AND LEATHERS cleaned and dyed to perfection. Prompt service. 
Fully insured. Any jacket $4.00. Ship to THE SUEDE KING, 151! East 
State Street, Sharon, Pa. 5234-13 





FURS—cleaned, glazed, repaired, altered, and remodeled, by the famous 
LANO LUSTRE process. Guaranteed workmanship, fast service. Com- 
plete storage facilities. Send for complete price list and informational 
folder. Wardrobe Service, 2425 McGee, Kansas City, Mo. 9190-13 








WHOLESALE DYEING FOR THE TRADE 


SHARP'S REDYEING COMPANY—DYEING EXCLUSIVELY. WHOLESALE 
ONLY. We are now located in a large building and, in addition to our 
regular service on garments and household goods, are equipped to give 
you a complete service on rugs and carpets, any size. 977 Jackson Ave- 
nue, Memphis, Tennessee. 160-12 





LOEBL DYEING IS THE FINEST QUALITY PRODUCED. Al! garments are 
deluxe and semi-finished, wrinkle-free, soft feel, easy-to-press. Individual 
inspection of each piece assures satisfaction or money back. We spe- 
cialize in draperies, slipcovers and rugs. Loebl’s dye all colors every 
day. Quick service to parcel-post shippers always. Use LOEBL’S EXPERT 
WHOLESALE DYEING SERVICE NOW for better work—bigger profits. 
LOEBL DYE WORKS, INC., 348 W. SALEM AVE., ROANOKE, VA. 

9285-12 








MISCELLANEOUS 


EXTRA MONEY—NO INVESTMENT. Display $1 TIES supplied on con- 
signment. Latest styles, patterns and colors. 30 cents profit per tie. FREE 
wall display rack, bags, sign. No catalog. Rush name and address for 
Campus Cravats, 93 South Orange Avenue, Newark 

9203-8 





starting assortment 
4, N. J 








MERCHANDISE FOR SALE 


Nylon laundry nets 24” x 36” only $13.50 per dozen, hanky nets $3.95 
per dozen, 18” x 30” nets $8.95 per dozen. Nylon filter bags for Pros- 
perity drycleaning machines $29.50 per set. Write L. S. Supply Company, 
211-57 18th Avenue, Bayside 60, N. Y 9120-45 





RING UP EXTRA PROFITS! Display our latest fashion neckties. $1.50 value 
to sell for only $1 each. Cost you 60¢ each. Self-service display rack 
furnished you. Minimum order two dozen, 2 sample ties $1. MONEY 
BACK GUARANTEED! Serving drycleaners over 10 years. Blasi, Dept. 7, 


386 Fourth Avenue, Newark, New Jersey 9288-45 
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We buy and sell complete drycleaning plants. Also have a complete line 
of up-to-date, rebuilt and new drycleaning equipment. Contact us for 
your machinery needs at bargain prices. WILLIAMS LAUNDRY MA- 
CHINERY CO., INC., 37-37 9th Street, Long Island City 1, N. Y., Stillwell 
6-6666. 8913-4 


Draper-Form, only slightly used, with pleating boards. $2,000. Williams 
Cleaners, 2533 N. 48th, Lincoln, Nebraska. 9270-4 


Two American two-roll return-type ironers, in first-class operating 
shape. One 120” size and 100” motor-driven, four speeds, 220 volts, 
60 cycle, 3-phase AC. These two fine machines are surplus with us due 
to installation of a large ironer. Will sacrifice, apply to: Empire State 
Laundry, Mr. Mitkowsky, 776 Second Avenue, New York, N. Y. 
Phone MUrray Hill 4-1460. 9271-4 


1-Walter Haertel three-piece fur cleaner in good condition, no motors 
$400. ARBENZ MACHINERY COMPANY, 628 Sullivant Avenue, Colum- 
bus, Ohio. 9272-4 


For sale: One 60# Prosperity open-end Monel washer with two-speed 
motor. Excellent condition, $450. Harold Stegmiller, 2747 17th Ave. 
Court, Moline, Illinois. 9273-4 


100 Ib. WASHEX, PETROLEUM, TWO-BATH, FULLY AUTOMATIC, 
WITH FILTERS. ADDRESS: Box 9274, THE NATIONAL CLEANER. -4 


FOR SALE: FLUFF AND PUFF PILLOW CLEANING FRANCHISE OF 
TENNESSEE, WHICH INCLUDES ONE PRACTICALLY NEW DIVCO 
TRUCK, TWO PILLOWBAR MACHINES, ONE KOHLER SEVEN-AND- 
HALF GENERATOR, ONE SINGER SEWING MACHINE, AND SUPPLIES 
TO DO 1,500 PILLOWS. FLUFF & PUFF PILLOW SERVICE, BOX 116, 
MURFREESBORO, TENN. 9275-4 


FOR SALE COMPLETE PETROLEUM PLANT CONSISTING OF FOLLOW- 
ING: two—36 x 54 Butler Monel metal wheels, motor-driven. 1—40” 
American extractor, Monel metal basket, automatic timer and brake. 
1—5000-gallon Butler filter, 5 HP. pump, air cleanout, scraper type. 
1—44 x 42 Butler tumbler with automatic controls. 1—i25-gallon-an-hour 
still, Butler. ADDRESS: Box 9284, THE NATIONAL CLEANER. -4 


2—MODEL 200 WASHEX combination washer-extractors with rear drive. 
Motors and controls for 220/3/60. 1—50 lb. MERCURY single bath for 
140°F. All in good condition. WASHBURN COMPANY—WASHEX DISs- 
TRIBUTORS—<17 Elgin Avenue, Forest Park, Illinois. 9260-4 








MACHINERY WANTED 


WANTED: USED HOFFMAN UTILITY PRESSES, any model, any amount 
Address: ‘'M.A.T.S.A.,"" Alvaro Obregén #147—Santa Anita, Ixtacalco— 
México 8, D. F. 9094-3 
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PROFITS 
DEPEND ON 
MANAGEMENT 
SKILL! 


Good management depends 
on usable tools and gauges 
to determine the best meth- 
ods of controlling and guid- 
ing a business. 


SUCH A TOOL IS 


“THE DRYCLEANER’S 
GUIDE TO 
MANAGEMENT 
AND 
OPERATIONS” 


Here is a valuable manual 
crammed full of ideas that work 

. ideas that can frequently 
mean the difference between a 
successful operation or an un- 
profitable one. 


Practical subjects treated in the 
manual include 


® Packaging and Delivery 

® Inspection and Finishing 

® Marking, Spotting and 
Cleaning 
Hiring, Training, Motivation 

® Getting Most Out of Boilers, 
Traps, Vacuum Systems, 
Compressors 


Sidelines Promoting Extra 
Profits 


$2 per copy 
MAIL YOUR ORDER 


THE NATIONAL CLEANER 
466 Lexington Avenue, 

New York 17, N. Y. 

Please mail — copies of THE DRY- 
CLEANER'S GUIDE at $2 per copy. My 
check or money order is enclosed. 
Name. 
Firm 
Street- 
City 

















VME CUSTOMERS ALWANS WRITE 


NID Goes on Record 


To the Editor: 

Che National Institute of Dryclean- 
ing did not make a stateme ent attrib- 
uted to us in the August 27 issue of 
Business Week. The magazine carried 
an article about coin-operated dry- 
cleaning machines. In preparing it, 
the writer did not interview any In- 
stitute staff member. He quoted one 
of the companies making coin-operated 
drycleaning machines as admitting 
that the machines would not clean 
“all kinds of spots.” So, the article 
said, “There will always be a place for 
a high-quality cleaner.” 

Good. However, the next sentence 
was: “But the manufacturers point 
out that the National Institute of Dry- 
cleaning reports 85°% of all clothing 
processed needs no prespotting or 
finishing.” 

Of course, we made no such state- 
ment. The manufacturer who seems 
to have been quoted as saying we did 
denies having done so 

We have written the editor of Busi- 
ness Week asking him to issue a cor- 
rection. We know of one metropolitan 
newspaper which recapped the Busi- 
ness Week article 
column, 


in a local business 
and we have written to the 
editor of that paper, the Indianapolis 
Vews, requesting a similar correction. 

In both letters we pointed out that 
every garment processed by a dry- 
finished, all are inspected 
by the spotter to see if spots need to 
be removed, and in most cases the 
spotter actually 
both letters we 


cleane I 


works on them. In 
strongly emphasized 
what has been our position in all dis- 
coin-operated dry- 
cleaning—that there is much more to 
good drycleaning service than just 
leaning 


cussions about 


Georce P. Futton 

General Manager 

National Institute of Drycleaning 
Silver Spring, Md 


Coin-Op Machines 


lo the Editor 
I recently read an 
NATIONAI 


article in the 
CLEANER magazine April 
1960, page 46, regarding coin-op dry- 
cleaning, by Dr. Joseph R. Wiebush, 
director of research NID. Your maga- 
zine is excellent reference for the dry- 
cleaner, and am interested further in 
article by 
Dr. Wiebush there was reference to 


coin-op drycleaning. In the 
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the machines used in the coin-op 
business. I would appreciate it very 
much if you will send me the names 
and addresses of some of the manu- 
facturers of these coin-op drycleaning 
machines. 
J. C. DeEMoss 
Minneapolis, Minn. 


Two coin-op drycleaning machines 
are now on the market and several 
more will soon be available according 
to our latest information —Eprror 


Spotting Book 
To the Editor: 

Could you please let us know 
whether there has been a more recent 
edition than the third edition of the 
book: Fligor & Trimble, Spotting Man- 
ual of the Drycleaning Industry? 

We would also like to have details 
of any other books which you publish. 

ALAN WILSON 
A. E. Parry & Company 
Liverpool, England 


Our completely new Modern Spot- 
ting textbook is now in preparation. 
The publication date will be an- 
nounced shortly —Eprror 


Consumer Column 
To the Editor: 

In reading the February 1960 
Guidebook, I came across an item un- 
der “Signs of the Times” which inter- 
ested me. The article about Mr. K. 
Kagetsu, operator of the Neville Park 
Cleaners in Toronto, said that he was 
writing a weekly cleaning tips feature 
in a Toronto paper, giving readers 
advice on the proper care of their 
clothes 

In a few weeks I am going to un- 
dertake the same thing, and I was 
wondering if you could supply me 
with as many pamphlets as possible 
which might assist me. 

This column which I am going to 
be writing sounds very similar to Mr. 
Kagetsu’s, as I intend to give informa- 
tion on how clothes should and 
shouldn't be cared for. 


Let's Hear From You... 
We welcome your inquiries, your 
views about every phase of the dry- 
cleaning industry, your problems and 
your solutions to problems. Address: 
The Editor 

The National Cleaner 

466 Lexington Avenue 

New York 17, N. Y. 


We are a comparatively new estab- 
lishment here in Mesa, being open 
since September 1959. 

Louts P. GOLDSTEIN 
Manager, Sav-Way Valet, Inc. 
Mesa, Ariz. 


Driver Contracts 


To the Editor: 

Over many years I have read differ- 
ent articles in your Legal Advice sec- 
tion on cases dealing with suits on 
driver contract violation. 

I would like it very much if you 
could forward me either copies of 
some of the more recent cases with 
the court decisions or if you could 
give me the reference data on these 
court decisions. 

Any information regarding legal de- 
cisions on driver contract violation will 
be greatly appreciated. 

a4, 
Delaware 

Several pertinent decisions are given 
in our publication, “Legal Decisions 
for the Drycleaner,” available at $2 
per copy. A copy of a suggested con- 
tract that appeared in this magazine 
several years ago was forwarded to the 
inquirer.—Ep1ror 


Profits and Controls 


To the Editor: 

I am an old subscriber of your 
magazine. 

I wonder if you have reprints of the 
article that appeared in your July issue 
entitled “The Challenge of Shrinking 
Profits.” If so, I'd like to get a copy 
and pay for it. 

Also, would you please let me have 
the address of the manufacturer or 
distributor of automatic cut-offs for 
installation on drycleaning washers, 
extractors, etc. 

M, J. CUELLAR 
4-C Company 
Naco, Arizona 


Information Sent 


To the Editor: 

Some time ago I read of a special 
airtight wedding gown box with a 
plastic front and air leakage indicator 
in Tue NATIONAL CLEANER & DYER. 

I wonder if you could give me the 
name and address of the manufacturer 
or distributor in this area? 

ALFRED LEVINE 
Mickey's Cleaners & Dyers 
Lodi, N. J. 
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AT LAST ...a steam-air 
finisher designed to do SO 
much for SO many gar- 
ments. The Fashioner 
Model A-3 is brand new... 
completely revolutionary 
It’s the finisher you hoped 
someone would make to 
handle ALL fabrics. Our en- 
gineers have done the job! 
The Fashioner serves all the 
needs of wool finishing, PLUS 
the finishing of silks, sport 
shirts, short jackets, cotton 
wash-and-wear, heavy duck 
jackets ... and many, many 
other items. Here is unequaled 
versatility that will cut finish- 
ing costs at the most expensive 
point in your operation. 


+ 
eee AS YOU WISH We are proud of the record Model A-3 
is setting for trouble-free operation. 
d You, too, will be proud to have a 
or steam an Fashioner in your plant. We personally 


You get steam followed by air... 
air together. A selection for every type of fabric guarantee the Fashioner to be the finest 
steam-air finisher in the world. 


and every garment. 


available. Over 20,000 Adjusta-Forms 
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with EXCLUSIVE 
*VARIABLE SPEEDS 


Only Prosperity” offers wide, selective range 
electrically variable speed drive permitting 
exact RPM adjustment for safe cleaning and 
extracting of ALL fabrics. . . slow speed 
cleaning (as low as 20 RPM) for synthetics 
and fragile wear ... high speed cleaning 

(up to 30 RPM or more) for heavy garments. 
Correspondingly variable extraction speeds are 
available, ranging from 54.RPM for delicates 
up to 500 RPM for heavy textiles. 
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